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BMA All-Ways Protector Plan 
Check Yourself...DO YOU HAVE 


Cl Sufficient Disability Income — To replace lost income because of accident 
or sickness. The Answer—tIncome during disability. 


Immediate Cash — For the emergency expenses at death. Funds available 
immediately even though bank accounts and safety deposit boxes are tied up. The 


Nove : 
mber American Answer—A cash fund waiting to be used on the very day of death. 


Magazine Advertisement 


[] Adequate Readjustment Income — For a definite period of time to pay 
Plus the Popular 


family household expenses. The Answer—Gvaranteed monthly income. 


APP Check Chart 


O Enough Extra Expense Money — To take care of unexpected bills which 


always occur in every family. The Answer—Money when it, is needed most. On 
deposit at a guaranteed interest rate. Available as emergencies arise. 


Necessary Cash at Retirement — To provide a lump sum or monthly 


L) income for life. The Answer—Keep a part of your earned income for yourself. 


BUSINESS MEN’S ASSURANCE Company of America 
B. M. A. Bidg. Kansas City 10, Mo. 
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Not Man-Eaters; 
Just Folks 

Who Want Their 
Men to Eat Well 


Ir is not our aim to find and recruit a lot of men into the life insurance 
business in the hope that some of them will succeed. In fact, for a 
number of years we have restricted the appointment of new men in 
any given community to the number we can adequately serve and train. 


This is not just a sentimental policy. Experience has shown that the 
number of men we place under contract has little to do with our 
results. It is the kind of men that counts. Indeed, our records show that 
no matter how many men of all kinds we start, the good ones who 
belong in the business get 80% to 90% of the total production and the 
others do not produce enough to pay for our time, trouble, and 
expense. 


Of course, we are not the only ones who benefit when we emphasize 
the kind of men rather than the number of men. Average first year 
earnings of our new men have multiplied several times since we began 
this policy. But it goes without saying that men who eat well and 
regularly are also the kind of men who help us to accomplish our 
objectives. 


Many good companies are working hard at the problem of careful 
selection, and are making progress at it. That is progress in the right 
direction. For we believe that by trying to select a few “right” men, with 
a minimum of “wrong” men who leave the business, we can be 
better neighbors in the communities in which we operate and better 
ambassadors of the life insurance business. 


NORTHWESTERN. Vattonad LIFE 
OF MINNEAPOLIS 


One of America's great life insurance companies 
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Congress Committee 
Revamping Holds 
Insurance Inferest 


New Chairmen Loom 
for Units Dealing with 
Insurance Questions 


By HENRY HALLAM 


WASHINGTON—The election result- 
ing in the House of Representatives and 
Senate being organized by the Republi- 
cans in January will mean a number of 
changes in chairmanships of important 
committees whose activities touch the in- 


SENATOR O’MAHONEY 


terests of the insurance industry. 


For example, the Senate finance com- 
mittee, which handles tax matters, will 
be headed by Senator Millikin, Colorado, 
succeeding Senator George, Georgia. 
That committee also handles social se- 
curity and veterans legislation. 

The House ways and means commit- 
tee, which originates revenue measures 
under the constitution, will be headed 
by Rep. Reed, New York, as successor 
to Rep. Doughton, ‘North Carolina, who 
voluntarily retired. This committee has 
been in charge of legislation taxing life 
msurance companies, social security, 
pension bills, unemployment compensa- 
tion, and tax legislation generally. 

Senator Langer, North Dakota, a 
“maverick” Republican, will succeed 
McCarran of Nevada, as chairman of 
the Senate judiciary committee, which 
developed the McCarran act dealing with 
Msurance regulatory problems arising 
out of the S.E.U.A. decision. 

On the House side, the judiciary com- 
mittee, which conducted extensive hear- 
ings in its monopoly investigation on the 
life insurance industry some time ago, 
will be headed by Rep. Chauncey Reed, 
Illinois, succeeding Rep. Celler, New 
York. Rep. Walter, Pennsylvania Demo- 
crat, has been active in this committee 
for years and sponsored one of the orig- 
inal bills to exempt the insurance indus- 
try from the anti-trust laws. 

The banking and currency committees 
of Congress have jurisdiction generally 

(CONTINUED ON PAGE 23) 





NOBODY LIKES IT 





Actuaries Flay Plan for 
Uniform Expense Allocation 


WHITE SULPHUR SPRINGS— 
Except for Allen L. Mayerson of the 
New York department, nobody at the 
annual meeting of Society of Actuaries 
had a good word for the uniform ex- 
pense allocation idea for which Su- 
perintendent Bohlinger of New York is 
seeking legisltive backing. Uniform al- 
location was tagged with a variety of 
appelations, ranging from unworkable to 
un-American. It proved to be a hotter 
topic than was anticipated and its treat- 
ment took much more time than had 
been foreseen. 

Most of the critics of uniform alloca- 
tion were careful to draw a distinction 
between uniform allocation and uniform 
classification. There appeared to be quite 
general acceptance for greater degree 
of uniformity in classification than now 
is embodied in the annual statement. 

The aspect of uniform allocation that 
drew the most fire was the idea that it 
could be used as a measure of relative 
efficiency in comparing companies. 
Speaker after speaker emphasized that 
companies vary so widely in their situa- 
tions, including the markets they are 
concentrating on, that any comparison 
on an index of efficiency basis would 
be meaningless and unfair, Also, meth- 
ods of allocation should be based on 
each company’s situation and should 
not be forced into some standard pat- 
tern for the sake of supposed uniform- 
ity. 

Mayerson Lead-Off Speaker 


Mr. Mayerson, the lead-off speaker, 
said many companies go to great lengths 
to compare their operations with those 
of other companies and opined that 
company executives would like to have a 
uniform basis to permit closer com- 
parisons. 

He said the new annual statement 
blank is an improvement in the direc- 
tion of greater uniformity of classifica- 
tion but it is still a long way from real 
uniformity of classification but it is still 
a long way from real uniformity. He 
cited a number of differences among 
companies in the reporting of data. For 
example, he said, there is nothing in 
the annual statement blank to indicate 
first-year and renewal rates. 

As for the statutory requirement that 
all types of policies be self-supporting, 
he said that without uniform allocation 
the department can’t tell whether a 
company is complying with the require- 
ment or not. 


Cites New York Questionnaires 


Mr. Mayerson mentioned the two 
questionnaires which the department re- 
cently sent to companies operating in 
New York, one asking how the com- 
panies enter various expense items in 
the annual statement blank and the other 
asking how they allocate expenses. A 
third will probably be needed, he said. 

Elgin Fassel, Northwestern Mutual, 
said there appeared to be some mis- 
conceptions as to the role of cost ac- 
counting in life insurance; that some 
people seem to reason that because a 
manufacturer has a well developed cost 
accounting system a life company must 
be deficient if it lacks a similar type of 
cost analysis. But this, Mr. Fassel said, 
is fallacious, because the manufacturer 
needs the cost accounting figures in 
connection with pricing his product. The 
manufacturer making, say, nuts and 
bolts, has perhaps 95% of his cost in 
the shop and in sales commissions, and 
only 5% in office costs. He can do a 


good job allocating the 95% element 
and the 5% for office costs is neces- 
sarily distributed according to some 
arbitrary estimates. 

In a life company, mortality cor- 
responds to the manufacturer’s 95%, 
and the companies have done a good job 
in getting down to an exact basis. The 
home office expense corresponds to the 
manufacturer’s 5% and it is a miscon- 
ception, Mr. Fassel said, to think of it 
as a subject for cost accounting. An- 
other consideration is that the nut- 
and-bolt manufacturer is dealing with 
a finished product and can know his 
costs precisely, whereas the life com- 
pany has a considerable element of 
future variation in its product. 

Mr. Fassel strongly took issue with 
the concept that any part of the pur- 
pose of the annual statement is the com- 
parison of one company with another. 


Malvin Davis’ Comment 


Malvin E. Davis, Metropolitan Life, 
chairman of the companies’ committee 
on uniform classification and _ alloca- 
tion that is cooperating with the de- 
partment in getting out its question- 
naires, said the topic and its implications 
are of the greatest importance and de- 
serving of the closest study. He empha- 
sized that the situation in life com- 
panies is entirely different from that 
of casualty companies, in which ex- 
penses comprise a much larger part of 
the premium and in which there is much 
more room for judgment as to alloca- 
tion. Also, New York state is a party 
to rate-making in the casualty business 
while it has no such function in life 
insurance. 


Two Questions Presented 


Speaking for himself rather than as 
committee chairman, Mr. Davis said the 
matter of uniformity divides itself into 
two questions. The first is: Where do 
you put the various items that go into 
the annual statement? He feels that a 
great deal more uniformity could well 
be attained in this. The second question 
is uniformity of allocation and this he 
termed an entirely different matter. Any 
index, he said, for companies’ situations 
uniform allocation would not be a true 
index, he said, for companies situations 
vary so widely. Moreover, uniform al- 
location is not needed to determine 
whether a policy is self-supporting, he 
said. Where different methods of al- 
location are possible, it is solely the 
function of management to determine 
which method is the best for that par- 
ticular company. 

Mr. Davis also made the point that 
while there seems to be a concept that 
a life company should meet tests of 
precision, this is not in keeping with 
practical considerations. For example, 
companies don’t use precise mortality 
and interest figures in setting mortality 
and interest figures in setting dividend 
scales. If they did, the scales would 
fluctuate unduly and result in needless 
expense. 


Simpler Ways to Handle It 


If a company should be making clear- 
ly inappropriate allocations—not just a 
difference of opinion between its man- 
agement and the department—there are 
much simpler ways of handling such 
situations than by putting the companies 
into a uniform allocation strait-jacket, 
Mr. Davis declared. 

Ronald G. Stagg, Prudential, said that 

(CONTINUED ON PAGE 11) 


Bigger Market, Eased 
Underwriting Results 
Tackled by Actuaries 


Substandard Gets Stress; 
Speeded Up White 
Sulphur Meet Draws 422 


WHITE SULPHUR SPRINGS — 
Problems connected with the expanding 
market and greater underwriting liber- 
ality in substandard business got the 
largest share of attention in the informal 
discussion at the annual meeting here of 
society of actuaries. The discussion 





J. R. LARUS 


brought out not only a wealth of tech- 
nical information but also much mate- 
rial of interest to non-actuaries in the 
life insurance business. 





OFFICERS ELECTED 


President — John R. Larus, 
Phoenix Mutual. 

Vice-presidents—Henry F. Rood, 
Lincoln National Life, and Malvin 
E. Davis, Metropolitan Life. 

Secretary-treasurer — V. E. Hen- 
ningsen, Northwestern Mutual. 

Editor — Alden T. Bunyan, 
Phoenix Mutual (reelected). 

New members of board of gov- 
ernors — Three years: W. M. An- 
derson, North American Life of 
Toronto; A. M. Campbell, Sun Life 
of Canada; John H. Miller, Monarch 
Life of Massachusetts; J. T. Phil- 
lips, New York Life; K. B. Piper, 
Provident Life & Accident;. Pearce 
H. Shepherd, Prudential; two years 
(to fill out unexpired term of Mr. 
ow Ross Moyer, John Han- 
cock. 





The meeting was well attended, regi- 
stration being 422. The three-day gath- 
ering got underway Monday with the 
presidential address of B. T. Holmes, 
Confederation Life, which is reported 
elsewhere in this issue. There followed 
presentation of papers, after which there 
was discussion of these and of papers 

(CONTINUED ON PAGE 22) 
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fo Warn of Social 
Security Costliness 


Only Brake Is Public's 
Awareness of Burden, 
Holmes Tells Society 


WHITE SULPHUR SPRINGS—Ac- 
tuaries have a continuing responsibility 
to bring home to their communities the 
hard fact that expanding social security 
must balanced against increasing 
costs, said Benja- 
min T. Holmes, 
vice-president and 
actuary of Confed- 
eration Life of 
Canada, in his 
presidential address 
at the meeting of 
the Society of Ac- 
tuaries here. 

“In free enter- 
prise the desire to 
remain solvent is al- 
ways present to 
control costs,” he 
said. “No such 
compelling motive 
operates constantly to keep government 
expenditure down. To control the cost 
of social security, we must rely on the 
voter’s dislike of the high price of too 
much of it. There is no other form of 
cost control available. Surely, too, our 
experience of the appropriateness of vol- 
untary methods of dealing with any par- 
ticular security problem should continue 
to be offered.” 


Dual Responsibility 


Mr. Holmes said the actuary may have 
a dual responsibility. There is a gen- 
eral obligation for ordinary citizens 
having specialized knowledge. Then, for 
some actuaries the special responsibility 
of giving advice in this field is growing. 
Mr. Holmes quoted the following state- 
ment by Alfred N. Guertin, actuary of 
American Life Convention: 

“The application of actuarial methods 
in the field of taxation is just beginning. 
As we progress into an economy in 
which the tax dollar looms more and 
more important in relation to the income 
dollar, long-term tax planning assumes 
greater and greater importance. When 
anticipated tax dollars are dedicated 
long before collection to welfare activ- 
ities far in the future, such as social se- 
curity benefits of all kinds, and have 
important economic ramifications, it be- 
comes clear that actuarial methods must 
be applied to the solution of more and 
more new developing problems.” 
Explaining Actuary to Layman 

Mr. Holmes said that during the year 
two papers have appeared by members 
of the society explaining the nature of 
actuarial science to non-actuaries. In 
both cases they have pointed out the 
actuary’s experience in working out rea- 
sonable solutions to intricate practical 
problems. 

This experience of the actuary in pre- 
senting involved financial situations in 
their right proportions can be of great 
value in the larger field of the free com- 
munities, he said. 

Stressing the need for greater public 
awareness of the cost of social security, 
Mr. Holmes said that all too often, state- 
ments like the following have gone un- 
challenged: 

“To provide health insurance, it will 
be necessary to create a health insurance 
fund comprising money contributed by 
insured persons, employers, the provin- 
cial government and the dominion gov- 
ernment. By so distributing the cost, the 
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Shown here are the principals of the new General American Life “multiple agencies” 
operation at Cleveland. From left, Sanford L. Dieter, Paul H. Dieter, J. William Van 
Horn, Philip C. Dieter, and William J. Wood, Jr. Mr. Van Horn is the general agent 








financial burden will be considerably 
lessened.” 

He said it was refreshing, therefore, 
to be able to quote the following from 
Prime Minister St. Laurent of Canada: 
“Citizens should be conscious that social 
security, while desirable in itself, has to 
be paid for and must always be propor- 
tionate to what is taken out of the 
pockets of those who benefit from it. 

“In these days, when taxation is al- 
ready high, we have to ask ourselves 
if there are economic limits to the 
amount of social security that can and 
should be provided for Canadians. 

“In my mind, there are two 
limits: 

“The first is imposed by the size of 
our national income ... there is a limit 
to the proportion of our income that we 


such 


can devote to social welfare. To devote 
too large a share to this purpose, instead 
of bringing economic security to our 
people, might bring economic ruin from 
within due to placing too great a burden 
on our annual production. 


Cost Hits Everybody 


“The second limit is imposed by the 
degree of willingness of individual Cana- 
dians to give up something else to pay 
for social security. I think we are all 
coming to realize that the burden of pay- 
ment falls upon all Canadians—the wage 
earner, the farmer, the business man, 
the civil servant, and even the politicians 
who enact the social legislation. .. We 
must face the fact that the greater the 
area our welfare program covers the 

(CONTINUED ON PAGE 21) 


<The 
COMMONWEALTH 


GommenTary 


Breaking Broken Records 


It’s the rule, rather than the exception, for Common- 
wealth’s Industrial Agency Department to establish new 
all-time highs in every production campaign. 


During their 1952 departmental campaign last month 
they continued this tradition by submitting 21.9% more 
business than in October, of 1951. 


Individual honors go to Manager John T. Parker and 
his Big Sandy District for the greatest volume per debit; 
Assistant Manager F. P. Fisher, Somerset, leading as- 
sistant in volume per debit; and Agent R. D. Smith, 
Ashland, leading agent in individual volume. 


INSURANCE IN FORCE, October 1, 1952 — $588,114,001 


iit! iti 
ci 


COMMONWEALTH 


Life Jusurance Company 


HOME OFFICE © LOUISVILLE, KY. 
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ADDRESSES ACTU. 


Sees Equity Annuity 
as New Principle 


in Pension Planning 


WHITE SULPHUR SPRINGS_ 
The belief that Teachers Insurance ¢ 
Annuity’s equity annuity plan will mark 
the beginning of a broad use of the 
equity variable-annuity principle in pep. 
sion planning generally and Perhaps 
later in the insurance field was ey. 
pressed by Howard H. Hennington of 
Equitable Society in his discussion oj 
a paper presented at a previous meeting 
of the Society of Actuaries by Rober 
M. Duncan of Teachers. His discussioy 
was presented at the annual Meeting 
here. 

“Tt is now taken for granted among 
individual investors that part of the in. 
dividual’s investments should be jn 
bonds and part in equities,” he stated. 
“The counterpart in pension planning 
is for part of the plan to be a traditional 
plan in terms of promises of dollar 
benefits and part to be an equity plan 
where the benefits to employes vary 
with the experience of the fund. Mr. 
Duncan’s statistical data show histor. 
ically how the unit annuity system 
would have worked out advantageously 
in the past.” ‘ 

Mr. Hennington mentioned that an 
equity annuity plan supplementing a 
group annuity dollar benefit plan was 
recently announced by the Long Island 
Lighting Co. of New York. 

Mr. Hennington said that it seems 
inevitable that sooner or later the as- 
sumptions of interest and mortality that 
were originally chosen will become no 
longer suitable and that Mr. Duncan did 
not discuss in his paper how this prob- 
lem would be met. One solution, Mr. 
Hennington suggested, would involve a 
revision of annuity units for the individ- 
uals receiving income and a new value 
of one annuity unit. The obvious dis- 
advantage of this, he said, is that abrupt 
changes might be involved and that it 
would change the number of annuity 
units credited to individuals. An alter- 
native might be to establish two parts 
to the annuity fund, one of which would 
be closed as of the date of change of 
assumptions, the other being confined 
to individual commencing income on 
and after the effective date of the change 
of assumptions. This would require two 
values of one annuity unit, one for each 
part of the annuity fund. 

Acceptance of the equity annuity 
idea, said Mr. Hennington, will depend 
somewhat on careful explanation so 
that the individuals understand the ar- 
rangement and are prepared for reduc- 
tions as well as increases in benefits. 
He suggested that perhaps the individ- 
uals would not take the reductions quite 
so seriously if this variable benefit ar- 
rangement were on a non-contributory 
basis. 

“Perhaps it will have to be empha- 
sized repeatedly to the individuals con- 
cerned that the test of the success of 
the plan will rest on the combined 
effect of the fixed dollar benefit part of 
the system and the variable benefit 
part,” he said. “If this combined bene- 
fit follows the cost of living index better 
than a plan solely in terms of dollar 
benefits, it can be considered that the 
unit annuity system has introduced an 
improvement.” 








Advisory Board Meets 


WASHINGTON—The insurance ad- 
visory board to the Defense Department 
met at the Pentagon. They are under- 
stood to have conferred with Insurance 
Director Thomas Kane regarding group 
coverage matters with respect to em- 
ployes of defense contractors, agents’ 
commissions, etc. However, no action 
was reported taken. Mr. Kane said de- 
partment insurance officials did not at- 
tend the meeting, nor did insurance in- 
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dustry members. Next meeting of the 
board is planned for early January. 
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KNEE-DEEP 
IN CLOVER 


| bes KNowNn Charlie Morton for a good 
many years. We got out of college about 
the same time and worked together over 
at the old Herald until Charlie got a job 
as salesman for one of the big companies 
in town and I went into the life insurance 
business. 


I spoke to Charlie about his insurance 
from time to time, and after he and 
Martha Ward got married I talked about 
it often. 


But Charlie had it all figured out, back 
in those days. He’d make a killing in 
business, lay away a whole lot of money 
in a hurry, and that would be that. So he 
just laughed at me and said, “My boy, 
by the time I go we'll be knee-deep in 
clover. Martha won’t have a thing to 
worry about—not a thing!” 


I spoke to him about his life insurance 
when his son Jimmy was born, again after 
little Sarah arrived and several times after 
that. But Charlie just kept laughing it 
off. After that, all I did was to ask him 
sometimes when we met downtown or at 
the club, “How’s the clover patch coming 
along?” 


And Charlie would say, “Fine, just 
fine!” 

The other day he called me for lunch. 
During the first part of lunch we talked 
about things in general. Then Charlie 
turned to me and said, “Do you realize 
that Martha and I will be married fifteen 
years next week?” I shook my head and 
said it sure didn’t seem that long. 


“No,” he said, “it sure doesn’t.” He 
dropped a lump of sugar into his coffee, 
watched it dissolve and then said, “You 
remember the ‘big killing’ I was always 
going to make? Well, I never made it— 
and with taxes and prices the way they 
are now, it doesn’t look as if I ever will.” 


He smiled a little ruefully and said, 
“In short, the clover patch isn’t very lush 
and green at all, and—well, I guess maybe 
I’ve been a little more stubborn about my 
life insurance than I’ve had any right to 
be. So it looks as if you’ve made a sale, 
after all.” 

“T’m glad you changed your mind, 
Charlie,” I said, “because even though 
the premiums will be a little higher now, 
at least you'll have the satisfaction of 
knowing that everything is under control.” 


Charlie laughed and said, “Better late 
than never, I guess.” 





That was a couple of days ago. Today, 
late and never mean one and the same 
thing for Charlie Morton. 


It seems there’s just enough wrong with 
Charlie’s heart not to have bothered him, 
but to make it impossible for him to get 
any life insurance. The doctor said it was 
something that had probably developed 
during the past two or three years—which 
certainly doesn’t make me feel any better 
about it. 


I’ve been sitting here looking at the 
telephone on my desk, knowing that 
sooner or later I’ll have to pick it up and 
make an appointment to see Charlie. It’s 
notonly having to tell Charlie that’s tough. 
It’s knowing that somewhere along theline 


Somewhere along the 
line Charlie’s got to tell 
Martha about it... 


Charlie’s got to tell Martha about it... 
knowing that somehow he’s got to find a 
way to makeit up to her and the two kids. 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 





Naturally, names used in this story are fictitious. 
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Sessions at Peoria Are 
Notably Well Attended 


More than 500 agents, general agents 
and managers attended the sales con- 
gress or the usual three allied meetings 
held at Peoria, Ill, Nov. 7-8. A con- 
ference of the general agents and man- 
agers, the Illinois Round Table annual 
meeting and the mid-year meeting of 
Illinois Assn. of Life Underwriters took 
place the first day, while the following 
day was devoted entirely to the sales 
congress. 


General Agents and Managers 


Louis Varnado, Prudential, president 
of the Peoria general agents and man- 
agers division, presided at the general 
agents and manager conference lunch- 
eon meeting. Preceding the main 
speaker—Richard FE. Pille, vice-presi- 
dent of agancies, Mutual Benefit Life— 
remarks were made by E. R. Small, 
Lincoln National, congress chairman, 
and Earl M. Schwemm, manager Great- 
West Life, Chicago, and national com- 


mitteeman of the Illinois association. 
hey explained the aims and accom- 
plishments of the conference, which 


concluded its first year with some 4,000 
members, and described its activities 
as mostly spent in getting under way, 
with the goal for this year being the 
raising of the level and standards of 
agency management, with particular 
intent to work on all problems not Cov- 
ered by the National association. The 
conference has a new study course in 
agency management including an agency 
management manual divided into 10 
fundamental sections and 12 work proj- 
ects. It was suggested that groups be 
organized for a 12 week study course. 
Work of the conference extension com- 
mittee was highly praised for the 15 
meetings held last year, and twice as 
many are expected to be held this year. 

John J. Mulder, Mutual Benefit Life, 
Peoria, in charge of the congress ticket 
sales committee, then introduced Mr. 
Pille, who spoke on “Observations on 


Agency Management.” 
At the Illinois Round Table annual 
meeting, which was also a luncheon 


affair, John Bailey, Massachusetts Mu- 
tual, Galesburg, chairman of the round 





gratulations. 


Tony Bouska 
G. C, Steinhoff 
H. D. Coleman 
E. P. Nispel 


Pat Muldoon 
O. L. Deardoff 
J. H. Rice 
Paul Allen 





Thanks a Million /! 


To these members of Bankers Life's MILLIONAIRES CLUB, 
each of whom has personally accounted for more than one 
million of insurance-in-force, we extend our sincere con- 


C. W. Thorell 
J. H. Beck 

H. J. O'Connor 
J. E. Knoflicek 


E. F. Goodrich Carl Lutz W. L. Mosgrove 
R. R. Burtner O. R. Frey J. H. Brown 

B. E. Newell G. W. Arnold W. J. Boettger 

R. T. Walker L. C. Krutz J. S. Marty 

R. E. Roush T. H. Eckhoff Ivan Smith 
George Jenkins V. A. Marshall G. G. Norvell 

J. S. Spencer J. J. Kably Alf Weber 

S. B. Parker Jay Overholser F. A. Sullo 

Dale Moore G. F. Waugh H. W. Krumwiede 
Glen Stewart R. E. Snygg Chas. Chris 


Dale Christensen 
H. E. Werner 

D. Paul Fansler 
Clark Bunn 


Bankers Life 
2322245" Of Nebraska 


J. C. Martin 
H. W. Calvin 
C. S$. Goodrich 
C. M. Stewart 


L. B. Leflar 

O. L. Followell 
J. F. Smith 
Carlos Stebbins 








the building fund for 


table, persided. Raymond W. Hilgedag, 
Indianapolis attorney, discussed “An 
Attorney’s View on Estate Planning.” 
A former editor of the R. & R. ad- 
vanced underwriting service, Mr. Hilge- 
dag spoke not only as a technical man, 
but from the sales viewpoint. He said 
in part that most people in business 
plow back a large portion of their 
profits. Upon death a large estate tax 
liability is encountered, but the estate 
is often non-liquid and unable to pay 
the taxes without forced liquidation at 
sacrifice prices. 

A new section of the law, 115(g)(3), 
enacted in 1950 and amended in 1951 





ILL. ROUND TABLE OFFICERS 


Chairman — Harry Kliff, Phoenix 
Mutuai, Chicago. 


Ist vice-president — Harry J. Me- 
Clarence, New York Life, Pekin. 
2nd vice-president — James F. Tru- 


man, Massachusetts Mutual, Chicago. 

Secretary-treasurer — Richard C. 
Malone, Franklin Life, Freeport. 

New directors — Mrs. Helen C. 
Brown, Mutual Benefit Life, Danville; 
Warren Shult, National Life of Ver- 
mont, Bloomington; Malcolm L. Mar- 
tin, Equitable of Iowa, Rockford. 





permits a corporation to purchase shares 
out of surplus from the decedent’s es- 
tate without income tax liability, he 
said. This is a relief measure and where 
the corporation owns life insurance on 
the stockholders, it can be carried out 
very economically. 

Mr. Hilgedag also pointed out many 
tax dangers through jointly owned 
property between husband and wife. 
For example, he said, if both die within 
a relatively short period of time, the 
survivor is exposed to double valuation. 
This is the case because the credit 
available under the law prior to April 2, 
1948, applicable to two deaths within 
five years, is no longer effective, he 
said, and proper planning should be 
sought if this double tax is to be cor- 
rected, 

Illinois Association 

Dawn A. Smith, Equitable Life of 
Iowa, Rockford, president of the IIli- 
nois association, presided at its mid- 
year meeting on Friday afternoon. In 
his remarks he stressed the point that 
the members should catch the spirit 
of feeling obligated to the national asso- 
ciation rather than simply “being a 
member.” He said that membership 
was “a commitment, not a purchase” 
and emphasized the “responsibility” of 
belonging. This spirit should not only 
be national but should prevail in the 
state organizations, he concluded. Vari- 
ous committee reports were then given. 
Earl Schwemm spoke in place of R. R. 
Reno, Equitable Society, chairman of 
the state laws and legislation committee, 
since Mr. Reno had had a sudden heart 
attack and was unable to attend the 
meeting. Mr. Schwemm reported that 
his condition was not critical. 


Points in Committee Reports 


Some of the points brought out in 
the committee reports were the asso- 
Ciation’s opposition to any type of 
socialized medicine and that a close 
watch would tbe kept on any such bills 
introduced, and the fact that the Na- 
tional association intends to become 
active in A. & H., a committee already 
being in existence with officers to be 
appointed this month. Another point 
stressed was that members should have 
definite evidence before complaining 


about practices in the business which 


they feel may be inimicable to their 
interests. 

All members were urged to get behind 
the proposed 
N.A.L.U. home office, which was men- 


tioned as being more than ever a neces- 
sity in the light of present conditions. 


It was reported that the general con- 


census was for locating the office in 
the midwest. 


The Chicago delegation to the meet- 
(CONTINUED ON PAGE 23) 


A. C. Hansch Urges 
Care in Selection 


Recruiting, selecting and training 
were the topics of August C. Hansge} 
director of agency personnel for Mutnaj 
Benefit Life, at the meeting of New Yor, 
City Life Supervisors Assn. 

Mr. Hansch explained the value of th 
aptitude index. A man who scores an 
A on the test will be the best bet, a may 
who scores a B will be a fair bet. Any. 
one scoring below that is a poor risk 

Beware of selection rules, he warned 
These can be capricious. As an example, 
he mentioned the agency who only hires 
the man who has been around town 
ten years. He asks why has he been 
around for ten years? He should haye 
succeeded in another line. 

Education remains an advantage only 
to the younger fellow, Mr. Hansch said, 
After 30, the effects of education begin 
to diminish. By 32 years of age, the 
high school graduate is moving ahead 
and by 37 he is ahead of the college 
graduate. 

However, he said PhDs are not to be 
avoided. These men are superior mate. 
rial, who will turn out to be the best 
producers. There is something in their 
desire to learn that places them above 
the average man. 

In selecting there are certain facts 
about other professional fields to keep 
in mind. He said that when these facts, 
based upon the same assumptions as 
those employed in the life insurance 
field, are utilized they become worth- 
while references. 

Only 39% of the law school graduates 
are practicing law at the end of two 
years, only 53% of medical school grad- 
uates are practicing medicine at the end 
of two years. Other fields are similarly 
deserted to enter allied lines (research, 
etc.). These do not make the life insur- 
ance figures look too bad, he said. 

As a rule to be used judiciously in 
selection, Mr. Hansch said that the man 
who isn’t a good producer at the end of 
six months isn’t likely to become a good 
producer. Therefore, he suggested that 
weeding out of unfits begin early. 

Training agents by sending them to 
the blue collar market is a worthwhile 
procedure. It is an untapped market, 
unappealing to many, but nevertheless 
a lucrative market to sell, he said. It 
should be worked to the fullest extent. 

Hiring office boys was urged by Mr. 
Hansch, because one out of 10 of the 
top 90 producers were Mutual Benefit 
agency office boys when they started. 

There will be a Christmas party 
Dec. 16. 





Military Sales Conference 
to Follow N.A.LC. Meeting 


WASHINGTON—At the request of 
National Assn. of Insurance Commis- 
sioners sources, the conference sched- 
uled for Nov. 13 on the problem of sale 
of insurance to military personnel at 
armed forces installations has been post- 
poned. It was reported that prepara- 
tions for the December meeting of N.A.- 
I.C. were partly responsible for the 
postponement. 

Assistant secretary of defense for per- 
sonnel, Anna Rosenberg, under whose 
jurisdiction this matter comes, is absent 
in Korea. : 

It is understood the N.A.I.C. commit- 
tee wanted to get the benefit of full dis- 
cussion of matters involved in sale of 
insurance to military personnel at the 
commissioners’ convention before meet- 
ing with Defense Department officials. 

Dec. 12 has been suggested by the 
committee as a possible date for the 
meeting, and the Defense Department 
has indicated that date, or any other 
early December date satisfactory to the 
commissioners, would meet its approval. 


William S. Leighton, Milwaukee gen- 
eral agent of Massachusetts Indemnity, 
spoke at a dinner-meetng of the - 
waukee Cashiers on “Completing the 
Life Insurance Program.” 
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Suggests Financial 
Moratorium in Event 


of Atom Bombing 


Murphy Tells Actuaries 
Investment Income Also 
Would Be Jeopardized 
WHITE SULPHUR SPRINGS—A 


realistic appraisal of how the life insur- 
ance business might 
fare in the possible 
event ot enemy 
atom - bombing of 
American cities was 
given by Execu- 
tive Vice-president 
R. D. Murphy of 
Equitable Society 
in the informal dis- 
cussion of this topic 
at the annual meet- 
ing here of Society 
of Actuaries. 

Mr. Murphy 
pointed out that 
even if the death 
hazard were measurable level premium 
life insurance would be jeopardized by 
damage to properties on which invest- 
ment income depends. 

In the event of widespread devasta- 
tion, with many principal cities de- 
stroyed, millions of people killed or 
disabled, and much of the nation’s pro- 
ductive capacity wiped out, it would 
not be of first importance that life 
insurance could not go on undisturbed 
and self sustaining, he pointed out. The 
whole of government effort would have 
to be concentrated on relief of suffer- 
ing, reestablishment of means of pro- 
duction of necessaries, and_ essential 
health measures. 


Government Not the Answer 


“Government itself,” he said, “could 
hardly hope to have enough remaining 
financial strength to make good all the 
obligations of life insurance companies, 
banks, and other financial institutions 
and a multiplicity of contractual ar- 
rangements, in addition to the restora- 
tion of all physical properties on which 
our investments depend. In short, there 
is nothing we can do to isolate life 
insurance companies and the fulfillment 
of their contracts from the general de- 
struction of the economy through atomic 
warfare.” 

There might be a limited disaster, 
the type of thing the former proposed 
pooling arrangement was meant to take 
care of. Mr. Murphy said that if any 
disaster is sufficient to impair the sol- 
vency of any companies, the applicable 
statutes dealing with insolvency and 
rehabilitation would be involved, unless 
new legislation should be enacted to 
deal with this particular type of situa- 
tion. Mr. Murphy deems it inadvisable 
to seek such legislation in advance of 
the event. 


Foresees Moratorium 


“Who knows whether federal respon- 
sibility would or could be assumed for 
asset destruction in whole or in part, 
or how promptly relief could be ex- 
pected?” he asked. “Granted that a 
particular company’s claims might be 
met in whole or in part through some 
such mechanism as the imposition of 
liens, possibly temporary liens, can we 
be confident enough in advance that 
some particular detailed plan would 
work out equitably in all instances to 
embody it in law? Is it not more rea- 
sonable to expect that some form of 
moratorium on financial obligations of 
all kinds would: bé immediately enacted 
by Congress, during which period stock 
could be taken of the situation which 
had developed aiid the most appropriate 
remedial legislation could be enacted? 
It is the last»alternative which seems 
to me the course to anticipate.” 

Mr. Murphy did not, however, advo- 
cate present inaction. If bombing should 





R. D. Murphy 


laom as a likely possibility there wouia 
be a rush to buy life insurance, partic- 
ularly in urban industrial and other key 
centers. Companies would owe it to 
existing policyholders not to issue un- 
restricted policies. In a few states 
which prohibit war restrictions on civil- 
ians, companies would have no choice 
but to stop issuing business. 

“It would seem bad public policy to 
create a situation of that kind,” he said. 
“Accordingly, I sincerely hope that the 
states involved will remedy their statutes 
to permit civilian war restrictions. 

“There are doubtless many who wish 
that the companies could and would 
insert restrictions against war hazard 
in every policy issued,” said Mr. Murphy. 
“The more I have lived with the thought 
of that possibility, the more I have 
come to doubt the wisdom of it. Life 
insurance’s place in the public regard 
has been created in no small part, in 
my opinion, through the comprehensive- 
ness of its promise to pay the face 
amount without contest once a_ brief 
contestable period has elapsed. If war 
restrictions are in every policy, it must 
be expected that they will be enforced 
even if such claims are relatively few 
in number and would have no disas- 
trous effect on the company’s financial 
position if paid in full. It seems to me 
that all life insurance would suffer from 
such a result. It is hardly necessary 

(CONTINUED ON PAGE 24) 
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Speakers Set for 
Life Counsel Meet 


The finishing touches have been put 
on the program for the winter meeting 
of Assn. of Life Insurance Counsel at 
New York City, Dec. 11-12. 

On the first day, William B. Cozad, 
National Fidelity Life, will review recent 
developments in the imposition of penal- 
ties by administrative agencies. Vincent 
Keene, Mutual Life, will then consider 
the extent of protection afforded mort- 
gage lenders under the national housing 
and servicemen’s readjustment acts. 
“Reminiscences of a Trial Lawyer” will 
be the subject of Joseph S. Conwell, 
Philadelphia attorney. 

On Friday, Powell E. Smith, Occiden- 
tal Life of California, will discuss the 
functions and responsibilities of: home 
office counsel; Walter M. Robinson, Jr., 
National Life & Accident, will talk on 
the life insurance law of Tennessee, and 
Buist ‘M. Anderson, Connecticut General 
Life, will talk on “The Armstrong In- 
vestigation in Retrospect.” 





Opens Policy Service Unit 


Following merger the first of this 
month of the field forces of Lincoln 
National and Reliance Life, a policy- 
holders service department has been es- 
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tablished at Pittsburgh to handle mat- 
ters relating to Reliance policies. Joseph 
G. Ritter, assistant actuary, has been 
placed in charge. 

The Reliance home office is to be con- 
tinued as a Lincoln National branch 
office, to which all former Reliance agen- 
cies will report, after the first of the 
year when Reliance goes out of exist- 
ence as a separate company. 

Two Reliance men have been named 
to agency department positions at the 
Lincoln National home office. They are 
Edgar Hartley, formerly manager at 
Philadelphia, and William Gormly, for- 
merly with the home office. 


Come to Agreement on 
Pru’s Minneapolis Site 


MINNEAPOLIS—Prudential and the 
Minneapolis Park Board have com- 
pleted arrangements for construction of 
the company’s regional office here. 
While approval of Minneapolis dis- 
trict court is necessary, no hitches are 
expected. 

Following announcement by Carrol 
M. Shanks, president, of company plans 
to open the new office on a 33-acre plot 
in Theodore Wirth Park, opposition 
arose from some members of the park 
board as to purchase terms. 

The board then voted to accept the 
proposal, and the original $190,000 of- 
fered by Prudential was accepted. 
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This fruition of the labors of all the year re- 
minds us again of Life Insurance and how it 
serves thoughtful people who plow under a 
part of each year’s income as a safeguard 
against the uncertainties of the future. 
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6 HARVEST 


The corn is in the shock, the tobacco is in the 
i barn, cotton pickers are in the fields, county 
fairs are in full swing, nights are crisp and days 
are growing short. It’s harvest time. 
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Bernhard Stresses 
Need for Uniform 
A. & H. Claim Forms 


Frederick T. Bernhard, Home Life, 
president of International Claim Assn., 
reviewed the activities of that organiza- 
tion and stressed especially its work in 
developing simplified claim forms at the 
Nov. 12 meeting of the Chicago Claim 
Assn. 

Many companies are still operating 
with claim forms that were, figuratively 
speaking, devised for the horse and 
buggy days, or in any event, for the 
depression period, Mr. Bernhard assert- 
ed. Too many companies are trying to 
make forms, and particularly those which 
must be completed by the doctors, do 
the work of investigators. There has 
now arisen an almost constant wail from 
the doctors about the length and number 
of forms which they must complete for 
insurance companies. 

Mr. Bernhard said the A. & H. insur- 
ance business cannot afford to be acting 
or thinking on claims in terms of 20 or 
30 years ago. He said there is no ques- 
tion in his mind that claims forms must 
be simplified, but this cannot be accom- 
plished if each company feels it must 
have its own way about one thing or an- 


other. Committees of International 
Claim Assn. are working on the matter 
of simplified forms, and when their rec- 
ommendations are approved by the ex- 
ecutive committee they will be presented 
to the membership. At that time Mr. 
Bernhard urged that they be looked 
upon as forms that every company will 
adopt and use, and the effort be made 
to find a way to use them, rather 
than to bring up objections to them. 
Some company here or there may lose a 
little, but as a whole the business will 
gain if this simplification can be accom- 
plished, he said. 


Multiple Forms 


Another claims and claims form prob- 
lem is that of multiple sets of forms 
when there are several companies on one 
risk. Even if the form is simplified, it 
is troublesome and irritating for claim- 
ants and doctors to complete several 
sets. Once in a while a company will 
act on photographic copies of proofs to 
another company, but these cases are 
few and far between. Mr. Bernhard 
said this is a problem that the com- 
panies will have to solve. 

Claim men, for the most part, are 
dealing with a “very special type of pub- 
lic,” Mr. Bernhard remarked. Claimants 
are sick, lame, disabled, or otherwise 
handicapped, and they cannot be dealt 
with as if they were in normal circum- 
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FOUNDED IN 1867 IN DES MOINES 


Home Office schools con- 
ducted over a period of 18 
years is evidence of the Com- 
pany's feeling in the matter of 
long-range training. The suc- 
cess of the 776 field associates 
who have attended such 
schools is proof that "we earn 
as we learn." The 37th School 
held this month re-emphasized 
the Company's conviction that 
continuous training builds ca- 
reer life underwriters, 
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stances. An extra effort must be put 
forth. Not all claims can be paid, but 
there is a big difference in the public 
relations results of how declamation is 
handled. To the average claimant, the 
claim man is the company. The claim- 
ants generally are grumpy and easily 
dissatisfied, and the claim man must go 
out of his way to handle demands which 
can be taken care of with no more effort 
than a little extra time. 

At the beginning of his address, Mr. 
Bernhard gave a comprehensive review 
of the origination of the claim associa- 
tion and of its present functions. He 
mentioned the work of the various com- 
mittees, and some of the activities of 
I.C.A. in such projects as the Health 
Insurance Council and the various hos- 
pital admission plans. 


Badger Defends 
Direct Placement 


Life insurance companies own ap- 
proximately 10,000 corporate bond 
issues acquired directly from business 
corporations, Sherwin C. Badger, finan- 
cial vice-president of New England 
Mutual, said at a meeting of Chicago 
Assn. of Commerce. 

Direct placement of the issues with 
institutonal investors, Mr. Badger 
pointed out, has made possible the 
financing of small or medium corpora- 
tions, and such large construction proj- 
ects as the development of iron ore 
deposits in Canada. Issues owned by 
life companies total about $20 million. 
Last year, securities issued directly with 
institutions totaled more than $5 billion, 
he said. 


Individual Buyer “Extinct” 


The major shift in bond financing 
methods was pointed out as one of the 
most interesting results of institutionali- 
zation of savings. A smaller percentage 
of new bond issues are being sold di- 
rectly to the public, while larger amounts 
are going directly to the big investors. 

As a result, Mr. Badger said, “The 
individual buyer of corporate bonds has 
become practically extinct.” He added 
that this has been due in large part 
to the influence of income and inherit- 
ance taxes on the distribution of both 
income and wealth, and upon the net 
return from bonds after taxes. 

The speaker also touched on the 
safeguards which should protect both 
borrowers and lenders of direct place- 
ment securities in event of recession. 
He concluded that “institutional buyers 
of direct placement securities have re- 
quired the borrower to follow a definite 
program for reducing his debt through 
regular payments of principal.” 


500 Gather at Los Angeles 
to Honor 16 New C.L.U.’s 


LOS ANGELES—Some 500 persons 
gathered at a luncheon meeting here 
sponsored by Los Angeles C.L.U. chap- 
ter in honor of 16 new C.L.U.’s. 

Henry Belden, associate general agent 
of Union Central Life, chapter presi- 
dent, explained purposes of the C.L.U. 
activities, and designations were 
awarded by Kellogg Van Winkle, man- 
ager of Equitable Society, a past presi- 
dent of the American Society. 

Guest speakef was John Morley, war 
correspondent and lecturer. Co-sponsors 
of the affair were Life Underwriters 
Assn. of Los Angeles, Life Insurance 
Managers Assn., and the life insurance 
committee of Los Angeles Chamber of 
Commerce. 


New Ga.-Fla.-Ala., Rocky 
Mountain Handbooks Out 


New, up-to-date Underwriters Hand- 
books for Georgia-Florida-Alabama and 
for the Rocky Mountain .States (Colo- 
rado, Idaho, Montana, New - Mexico, 
Utah and Wyoming) have just been 











-| published by the National Underwriter 





Co. These provide complete and up-to- 


date information on agencies, companies 
field men, general agents, Solicitors 
groups and other organizations affiliates 
with insurance throughout these two 
large territories. 

Premiums and losses by lines, 
these states, for all fire an 
companies and life insurance 
and in force for life companies, are also 
presented in special, statistical Sections 
Copies of either may be obtained from 
the National Underwriter Co. at 49 
East Fourth street, Cincinnati 26 
price $12 each. 4 
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his full portfolio 
of life and endow- 
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Possible Changes 
in Commissioner 


Ranks Are Scanned 


NASHVILLE Frank Clements, 
newly elected governor of Tennessee, 
js expected to name a_ successor to 
Commissioner M. O. Allen early in 
December. Joe Carr, prominent local 
agent, has eliminated himself from con- 
sideration by declaring that he prefers 
to continue his agency. Commissioner 
Allen, health permitting, will return to 
his own agency at Newport, Tenn. 
Currey Sanders and Tom Miles, deputy 
commissioners and _ highly regarded 
“career” men in the department, are 
expected to hold their positions. Both 
are highly respected by both company 
men and local agents. 





FRANK SULLIVAN TRIUMPHS 

TOPEKA—Frank Sullivan, Kansas 
commissioner and a past president of 
N.A.LC., was reelected by a large ma- 
jority over his Democratic opponent, 
George A. Russell, Jr., of Cottonwood 


Falls. 


DITTO W. A. SULLIVAN 
SEATTLE—Commisioner W. A. 
Sullivan, Democratic incumbent, de- 
feated his Republican rival, Fred C. 
Becker, in the Nov. 4 election. Sulli- 
yan’s total vote at the last count was 
374,991, while Becker polled 336,274 
yotes. This count was from 3,603 out 
of 4,381 precincts. The Sullivan domi- 
nance in N.A.I.C. is diminished by 
334%, however, due to the fact that 
Gov Dever was defeated in Massachu- 
setts, spelling the doom of Commis- 
sioner Dennis Sullivan. 


COLUMBUS — The reelection of 
Frank J. Lausche as governor of Ohio 
will assure, it is believed, the continu- 
ance of Walter A. Robinson in the 
office of Ohio superintendent of insur- 
ance. Mr. Robinson has been with the 
department 42 years, and is highly pop- 
ular with the insurance men of Ohio. 


There is considerable speculation in 
Indiana on whether Linn S. Kidd of 
Brazil would accept appointment as in- 
surance commissioner of Indiana. He 
was manager of the successful cam- 
paign of his fellow townsman, George 
Craig, for governor and it has been 
taken for granted that Mr. Kidd could 
have the refusal of the insurance com- 
missioner’s office. Mr. Kidd’s father, 
J. C. Kidd, was insurance commissioner 
of Indiana back about 1930. Another 
possibility for the Indiana commissioner 
is Glenn May of Spencer. He and Mr. 
Kidd are both past presidents of Indi- 
ana Assn. of Insurance Agents. 


Although a Republican governor was 
elected in Delaware, the office of insur- 
is also an elective office in Delaware 
but the term is different from that of 
the governor. William R. Murphy, the 
present commissioner, was elected in 
1951 and his term runs until January, 
1955. 


In Illinois a new name appears in 
the gossip on possible commissioner ap- 
pointments by Gov. Elect Stratton to 
succeed J. Edward Day. Being men- 
tioned is William P. Buchanan, local 
agent of Peoria. He was an original 
Stratton man and was active in the 
campaign. Others that are named in 
the speculation are Thor Wanless, 
Springfield attorney; Marion Burks, 
Chicago attorney and former Illinois 
assistant insurance director; W. W. 
Hamilton, manager of Chicago Board 
of Underwriters, and Nellis Parkinson 
of Central Standard Life and former 
Illinois insurance director. 


HELENA—With only 112 precincts 
of Montana’s 1,137 not reporting, John 
J. Holmes was assured of reelection as 
State auditor and ex-officio insurance 


commissioner. Mr. Holmes, who has 
been auditor and commissioner since 
1933, has a substantial lead over Bruce 
O. Mefford of Missoula. 

It appears certain that Montana will 
have a Republican-controlled legislature 
of 1953, with the governorship being 
won by the “Galloping Swede” from 
the High Line, J. Hugo Aronson of 
Cut Bank, who served Glacier county 
in sessions of the Montana legislature 
since 1939. He defeated Democratic 
Governor John W. Bonner by over 
5,000 votes. 

BOSTON—The possibility of Con- 
gressman Herter being elected as Massa- 
chusetts governor was regarded as so 
remote that very little attention was 
given before hand to who might be 
selected for insurance commissioner in 
his administration. Hence there seem to 
be no informed guesses at this time 
on who may be named to succeed Den- 
nis Sullivan. The latter’s term expires 
April 7, 1953, but there has been talk 
that Gov. Dever may confer a judge- 
ship on Mr. Sullivan, whereupon the 
governor would be in a position to name 
another commissioner to fill out the un- 
expired term. 

The name of C. F. J. Harrington will 
undoubtedly be brought forward again. 
He was originally appointed by a Demo- 


crat but served under Republican ad- 
ministratioins. Mr. Harrington is now 
executive vice-president of National 
Assn. of Casualty & Surety Agents. 


O’Brien Joins A.M.A. in 
Advertising Production Post 


R. J. O’Brien, advertising manager of 
THE NATIONAL UNDERWRITER, on Nov 17 
will join American Medical Assn. as 
advertising production manager. The as- 
sociation publishes the “Journal” of the 
A.M.A. and 11 monthly magazines. Mr. 
O’Brien has been with The National 
Underwriter Company since 1949. He is 
succeeded by Carl Lee Wood. 


N. Y. Life Has Big Gains 


New York Life’s October written busi- 
ness was $109 million as against $104 
million a year earlier. Paid business was 
$86 million as against $73 million. 











J. Roy Smetz, district manager at 
Alhambra, Cal., of Prudential, was hon- 
ored at a breakfast meeting on comple- 
ing 25 years with the company. G. Carl 


White, executive director of agencies 
at the western home office, made a 
presentation. 


Mutual Benefit H. & A. 
Now Owns 2/3 Control 
of United Benefit Life 


Purchase of approximately two-thrids 
of the stock of United Benefit Life of 
Omaha as a legal investment by Mutual 
Benefit H. & A., according to the terms 
of the decree handed down by District 
Court Judge Jackson B. Chase in 
Omaha, has been completed. 

According to V. J. Skutt, president 
of Mutual Benefit, the purchase of part 
of United’s stock is a part of the long- 
range expansion program of the two 
companies 





Degree of Honor Wis. Rally 


Degree of Honor Protective held a 
state meeting at Milwaukee. Principal 
speakers were Mrs. Francis Buell Olson, 
St. Paul, national president; Mrs. Agnes 
M. Kane, Superior, state director, and 
Mrs. Esther Forbes, Milwaukee, Wis- 
consin state president. 





Richard G. Elliott, Jr., Massachusetts 
Mutual Life, Logansport, Ind., used a 
10” x16” newspaper display advertise- 
ment for a good-will open letter dealing 
with insurance. 





Associates: 
Cc, at tnt A 


Continental Assurance strives in 

every way to ease the producer's 
task by eliminating complications. 
Our representatives, for example, 
enjoy the simplest weight table in use 
today. Here it is in its entirety; 

you be the judge. 


A small thing, perhaps, but it is typical of 
innovations and procedures which have 
helped Continental Assurance to 
establish a record of progress with 

few if any parallels. 


Continental 
Assurance Company 


CAC’S WEIGHT TABLE 


Height 
5/0” 





Average 
Weight Is 
130 
LT.) 
142 
150 
160 
ire) 
180 
190 


yore) 


Rate Table A 
If Weight Is 
As) 
185 
195 
205 
yar 
225 
235 
245 


255 


Women-—consider 2”’ shorter than men 


Chicago 4 


table 


Substandard A*4 
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Transportation Insurance Company 
United States Life Insurance Company 


v b 


Conti 1 Group insurance proposals self... 
P.S. ier pac fast... with ae in. 


+ 20 Ibs 
~ 30 Ibs 





Underweight—rated if debilitated 

10 year end—credit 10 pounds 

20 year end—credit 5 pounds 

Big belly—may debit a table or two 
Short lived family history—may debit a 


Table B 
Table C 
Table D 


10 Ibs 
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GRANDMOTHER’S 
A DEAR— 
If She Has Her Own Income 


Bur WILL SHE always be a blessing and 
not a burden? Well, will she always have 
income, or won't she? 

It’s a simple question. Occidental has a 
simple answer. 

When a man buys a retirement policy to 
assure his own old age income, we add 
a rider to protect his wife, too. Called 
Continuance to Beneficiary, this rider guar- 
antees that when the policy matures and 
income starts, the full amount will continue 
as long as either insured or beneficiary lives. 


Grandmother may outlive granddad like the 
mortality table says. She may also outlive 
the certain period in his policy. But she'll 
never outlive the income under an Occiden- 
tal Continuance to Beneficiary rider. 


“4 Star in the West..." 


UME 
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agent are Pacific Mutual’s complete personal protection 


plans. One reason—ACCIDENT & SICKNESS DISABILITY INCOME 
is a coverage policy owners are proud to recommend. 


a. 1 
Pacific 
Mutucl) 


LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIP. 


Doing business only through General Agencies 
located in 41 states and the District of Columbia 
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Prudential Clerks 
Are Unionization 
Target of AFL 


A campaign to unionize the clerical 
workers of the Prudential Newark home 
office has been instituted by American 
Federation of Labor, marking that or- 
ganization’s return to insurance activity. 

Pamphlets describing the union’s pro- 
gram were distributed by union workers, 
including some Prudential agents, to 
workers as they left the home office 
building. According to Howard Cough- 
lin, vice-president of office employers 
international union, A. F. of L., the goal 
is to organize some 8,000 of the com- 
pany’s ‘white collar” workers. 

Under the union’s program, there 
would be an immediate 30% wage hike, 
a “correct job classification system” and 
promotions with proper weight to be 
given to senior employes.” 

Company representatives termed the 
program “a move by agents to build up 
union support among clerks in case of 
further trouble with the company.” De- 
nying that Prudential wages are below 
average, the representatives said that 
employes received a 10% raise within 
the last two weeks by reason of a salary 
increase and a lengthening of the work 
week from 35 to 37% hours. It was 
stated that the company has experienced 
no difficulty getting people to work for 
the salaries it pays, even though there 
is a highly competitive labor market. 

The union is withholding further ac- 
tion until a response to the reply cards 
handed the employes is tallied. 


Ben Jack Cage Gets the 
Time Magazine Treatment 


Ben Jack Cage, who is cutting quite a 
swath with his Insurance Company of 
Texas, Life Ins. Co. of Texas and related 
enterprises, is the subject of a Time 
Magazine sketch in its Nov. 10 edition. 
As usual, in these Time business men 
stories, the subject can’t be sure whether 
he has been buttered up or taken apart. 

The excuse for the article is the fact 
that Mr. Cage is raising his capital main- 
ly by selling stock to union members 
and is making a strong bid for union 
patronage. Mr. Cage was quoted as 
saying at a special meeting of stockhold- 
ers the other day that “the farmer that 
buys a hog proceeds to fatten him up 
and it’s the same with this insurance 
company. We've got to fatten this com- 
pany.” According to Time, the “union 
capitalists” promptly approved his plan 
to establish union-owned insurance com- 
panies in most of the states and put up 
a million dollar building in Dallas. Ref- 
erence is made to the fact that he es- 
tablished two companies in Alabama and 
is negotiating to do likewise in Rhode 
Island and Oregon. 

But then Time, as usual, injects the 
needle by saying “in all the companies 
Cage does not forget Cage. He gets a 
15% cut of the premiums for managing 
them.” 

Also Time likens him to Billy Sunday 
in his “showmanship and fervor.” Time 
says he has 200,000 aluminum coins with 
the Lord’s Prayer on one side and a 
Bible text on the other and passes them 
out on all sides. He said he is going to 
get an airplane and go around the coun- 
try for two years “plugging union-owned 
insurance companies under Ben Jack 
Cage management.” 


Buffalo Club Has Dinner 


At the first annual dinner of the newly 
formed Insurance Club of Buffalo, with 
150 in attendance, Dr. Robert Riegel of 
University of Buffalo outlined its insur- 
ance courses and called on the insurance 
men to keep them going. Many courses 
are now operating at a loss, he said, and 
may be dropped unless support is given 
them. D. E. Klein, attorney, said no 
organization can survive on selfish pur- 
pose alone. 

Directors elected are: One year, Her- 








man K. Heussler, Gilbert S. Hildebrand, 
Robert C. McPherson and Oliver q 
Turgeon; two years, Lincoln W. Beak 
Lorraine H. Bristow, Robert E. Camp. 
bell and David G. Prescott; three years 
Raymond G. Christ, Bernard L. Jone 
Robert P. Lentz, Jr., and Chester | 
Soule, Jr. 





Prepayment, Unlawful in 
Wis., May Be Legal in 1953 


Paying life insurance premiums jp 
advance, especially at a discount, j; 
still illegal in Wisconsin, but there js 
now a move by the insurance depart. 
ment there with the approval of domes. 
tic life companies to change the Wis. 
consin law in this respect. At. the 
behest of Commissioner Lange, the 
department has prepared a Dill which 
has been submitted to the legislative 
council for introduction when the legis. 
lature meets in January. 

By interpretation, prepayment of life 
premiums has been illegal for more 
than 40 years because of a 1910 opinion 
of the state supreme court. The cour 
held that a department store inviting 
consumers’ deposits for future purchases 
and which paid interest on balances was 
illegally engaged in the banking busi- 
ness. 


Practices Restricted 


By using this decision, since that 
time a succession of attorneys general 
has advised the insurance department 
that prepayment on life insurance pol- 
icies at a discount would also be illegal. 
However, the department notes. that 
though the insurance busines may re- 
semble banking, practices of the com- 
panies are restricted with respect to 
their investment policies and that insur- 
ance businesses are regulated and super- 
vised by the state. 





Tax Sheltering Effects of 
Life Insurance Reviewed 


John C. Wriggins, attorney for Mutual 
Benefit Life, spoke at the November 
meeting of the Philadelphia C.L.U. 
chapter on “Tax Sheltering Effects of 
Life Insurance as an Investment,” He 
pointed out that, despite the change 
in administration, it seems unlikely that 
there will be any immediate tax reduc- 
tion of any consequence. “For this 
reason,” Mr. Wriggins said, “the life 
underwriter, and his counterparts in 
the banking and investment fields, must 
all be in a position to advise their clients 
what are the best money-saving ap- 
proaches.” 


Four Features Cited 


Mr. Wriggins pointed to these four 
important “‘tax-sheltering” features of 
life insurance: (1) Tax-free accumu- 
lation of interest on cash values; (2) 
immediate enhancement of the invest- 
ment at the death of the policyholder, 
resulting from the excess of proceeds 
over aggregate net premiums paid; (3) 
the tax-free receipt of interest on the 
death benefits when settled under an 
annuity option; (4) these three tax 
advantages are coupled with complete 
liquidity and maximum flexibility. 

‘Benjamin M. Gaston, chapter presi- 
dent, presented to James I. Taylor, 
1951-52 president, a scroll in apprecia- 
tion of his services. At the next meet- 
ing on Dec. 18, A. C. F. Finkbiner, Jr., 
Northwestern Mutual, will speak on 
sales procedures. 





Drop Ia. Funeral Plan Suit 


DES MOINES—A suit which would 
have tested the authority of a “pre- 
paid funeral plan” to operate in Iowa 
was dropped when the plaintiffs asked 
for dismissal. ; 

The suit had been brought against 
Memorial Gardens Assn. of Iowa by 
four persons who had asked for an 
injunction against the firm, claiming 
sale of its contracts violated state in- 
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ALL FROM COMPANY RANKS 


National Life & Accident Has Announced 
Many Important Home Office, 


Seated, from left: 


=~ 





F ield Promotions 





Eugene L. Stritch, Wdon Stevenson, Jr., C. R. Clements, Edwin W. Craig, and Jesse E. Wills. Back row, from 


= cific Coast territory, becomes assistant 
vice-president 


W. S. Bearden, Jr., assistant vice- 
president, becomes vice-president and 
manager of the industrial department. 

C. H. Berson, assistant vice-president,. 
becomes vice-president and manager of 
the ordinary department. 

A. B. Gawronski, manager of the Pa- 
of 


and superintendent 


agencies. 

R. E. Musto, manager of the eastern 
territory, becomes assistant vice-presi- 
dent and superintendent of agencies. 

Joe F. Handly, supervisor in the in- 
dustrial department, becomes assistant 
secretary. 

E. R. Ellis, manager of industrial ac- 
counting, becomes assistant secretary in 
charge of field clerical operations. 

Walter M. Robinson, Jr., of the com- 
pany’s legal staff, becomes assistant gen- 
eral counsel. 

Field advancements include: 

J. F. Walker, manager at North Hol- 
lywood, Cal., succeeds Mr. Gawronski 
as manager of the Pacific Coast terri- 
tory, with headquarters at Los Angeles. 

Childs, manager of the Detroit 
7 district, succeeds Mr. Musto as man- 
ager of the eastern territory, with head- 
quarters at Nashville. 

E. A. Kingston, manager at Bakers-- 
field, Cal., moves to North Hollywood 
to succeed Mr. Walker as manager there. 

R. M. Bryan, supervisor in the Pacific 
Coast territory, becomes manager at 
Bakersfield. 

V. A. Barron, supervisor in the eastern 


left: C. R. Clements, Jr., Charles Luker, Joe Handly, E. R. Ellis, R. E. Musto, W. S. Bearden, Jr., Clarence H. Berson and Walter M. territory, succeeds Mr. Childs as iman- 


Robinson, Jr. 


An extensive official staff revision and 
several field changes have been made by 
National Life & Accident, all effective 
an. 1. 

‘ It was announced last May that C. R. 
Clements, chairman, would retire at the 
end of the year, and would become hon- 
orary chairman; and that Edwin W. 
Craig, president, would succeed him, 
with Eldon Stevenson, Jr., executive 
vice-president, becoming president, and 
J. E. Wills, vice-president, advancing to 


executive vice-president. It also was 
announced that C. R. Clements, Jr., and 
R. E. Fort, Jr., would become vice- 
presidents. 

These changes, plus retirements and 
creation of new positions to extend and 
improve field service, resulted in a num- 
ber of additional changes. 

G Lynch, agency vice-president, 
becomes vice-president and agency con- 
sultant. 

E. L. Stritch, vice-president and man- 


ager of the industrial department, re- 
tires. 

Charles Luker, assistant vice-president 
and superintendent of agencies, becomes 
vice-president in charge of field man- 
agement. 

Mr. Fort, assistant vice-president and 
superintendent of agencies, becomes 
vice-president in charge of field research, 
planning and training. 

Mr. Clements becomes vice-president 
and executive assistant. 


ager of Detroit 7. 

Altogethe-, there are 21 people in- 
volved in the changes, with an aggregate 
of 518 years of service with National 
Life, an average of almost 25 years each, 
and the entire program was in keeping 
with the company’s policy of making all 
promotions within its own ranks. 





Western & Southern has constructed 
‘a modern, fireproof $50,000 building at 
Toledo to house its district office there 
headed by H. W. Hufford. 
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107 William S#. 








ers contracts. 


As the oldest “professional” reinsurer in the Accident 
& Health lines, we offer the advantages of 35 years of 
continuous practice and research and the services of a 
specialized staff devoted exclusively to these lines 


Your 1953 A E& H. Program — 


includes REINSURANCE, of course. In the remain- 
ing six weeks of this year you can expand or rearrange 
your outlets to match next year’s plans, using Employ- 


KANSAS CITY, MISSOURI 
21 West 10th St. 


Chicago 
175 W. Jackson 


San Francisco 
114 Sansome St. 
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Verna A. Hickman, in charge of 
public relations for Golden State Mutual 
Life, and Byron Beverly, supervisor of 
cashiers, were honored at a company 
assembly on their attainment of the 
associate designation of Life Office Man- 





agement Assn. 

Miss Elizabeth Dorsey, in charge of 
the business and labor department of 
the Grosvenor Library, Buffalo, dis- 
cussed its facilities at a luncheon meet- 
ing of the Buffalo C.L.U. chapter. 
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BUILDING GOODWILL FOR 
THE LIFE UNDERWRITER 


This is one of a 
series of advertise- 
ments designed to 
explain some of the 
benefits of Life In- 
surance, and create 
a greater apprecia- 
tion for the impor- 
tant role the Life 
Underwriter plays 
in helping plan fu- 


How often have you thought of happy 
retirement days ... with time and money to 
do the things you’ve always wanted to do? 
You know, your Southland Life Represent- 
ative can show you the way to a financially 
secure retirement. He has helped many a 
man plan a better future . . . and realize his 
life’s dreams and ambitions. 

Call your Southland Representative now. 
The sooner you start your retirement plan, 
the better. And always listen to what your 
Southland Representative has to say, be- 
cause he has the answer to a happier, more 
secure future for you. 


STRESSES LOCAL INTEREST 





Postal Life “Ad” Campaign Is 
Seen as Founding New Trend 





ture security, in- 
come and happiness. 








INSURANCE COMPANY 


JOUN W. CARPENTER, President Home Office: DALLAS 
“Serving Since 1908" 











ASSETS OVER $156,000,000 
Insurance in force over $740,000,000 
Paid to Poticyholders and Beneficiaries 
ever $100,000,000 


Ask Southiand Life to assist you in solving your 
mortgage loan or business expansion problems, 


LIFE @ ACCIDENT e@ HEALTH e@ HOSPITALIZATION e 


GROUP 





An Old Line Company with an outstanding Record 


of the Low Net Cost. 


Ins. in Force December 31, 1951—$246,139,001. 
Agency Openings for Lutherans in 21 states. 


LUTHERAN MUTUAL LIFE 


Waverly, lowa 





INSURANCE COMPANY 


Postal Life has been running an un- 
usual series of newspaper ads_ since 
February in Rochester and Stamford 
which have attracted considerable inter- 
est and which seem to be part of a 
new advertising trend forming among 
life insurance companies and other finan- 


cial institutions. 


The magazines Advertising Agency 


and American Banker, the New York 
Times and Tribune, and the Bureau of 
Advertising of the American Newspaper 
Publishers Assn. have been reporting 
The latter organization 


on the series. 
has made film slides of the campaign 
and is showing them country-wide. 

Life Advertisers Assn. at 1ts Montreal 
meeting gave the ads an award 
excellence and the L.A.A. Bulletin 
devoted a page to the plan, describing it 
as being a “concentrated campaign of 
display advertising plus smartly handled 
tie-in publicity.” Other life companies 
are now using similar campaigns. 

The ads use large, human interest 
shots of policyholders and agents in 
pictures that show the living values of 
life insurance, getting away from the 


annual statement or institutional type 
of ad. 
people on their local insurance prob- 


They are aimed to sell local 


lems and on their local agents. 
Direct Mail Important 


Postal has buttressed the campaigns 
with publicity slants, plus strong direct 
mail backing. Postal regards the news- 
paper advertisements as “scatter-gun” 
advertising with direct mail to brokers 
and prospects as being ‘“pin-pointed.” 
The direct mail support also gives the 
agent an incentive and a good reason to 
call on people as a tear sheet of an ad 
is enclosed with the letter, and each 
ad hits a specific need. The ads build 
prestige for the agency, the company, 
and the specific agent selected to be 
in the ad. 

Advertising Agency in an article this 
month on this trend says: “Quite logi- 


cally, insurance companies are coming 


to realize that, in order to capture their 
fair share of business, they must vie 


with real estate, automobile, appliance 


and investment advertisers in this 
medium. 

“It is not coincidental that newspapers 
proved to be a natural choice. People 
make the news, and life insurance is 
all about people. It is-an influence that 
eases the worries and cares of the peo- 


ple. It’s the story of people’s fight 


against poverty, and provides their ace- 


in-the-hole for personal security and 


protection of their families. It is because 
insurance is personal and human that 
it reaches people when it is humanly 
and 
have some of the great national insur- 
ance companies discovered.” 


Other Companies Listed 


directly presented. So, anyway, 


The article reproduced one of Postal’s 


ads which appeared in the Stamford 
Advocate, 
campaigns of Prudential, Sun Life of 
Canada, Great American Reserve, and 
Postal as leading the way in the new 
type of ad which, the magazine said, 


and described the _ recent 


‘impelled persons to act.” 
The “editorial” style of advertising 


that blends into the over-all “look” of 
the local newspaper is becoming more 
popular 
even used the newspaper’s photographer 
to make sure that the pictures had the 
paper’s own quality. 
produced, type set, and ads composed 
in the paper’s own plant. 


with life companies. Postal 
Engraving were 


The ads featured Postal policyholders 


in their everyday lives, at home and in 
the office. 
the 
children, putting them to bed, standing 
outside a firm’s office, giving the chil- 
dren a sleigh ride in the snow, and 
even going over proposals inside the 


The large pictures showed 
policyholders playing with their 


of 








local Postal agency. Each ad featureg 
a different “life” situation to suggey 
the needs that life insurance can cover. 

Something free was offered in each 
ad—a social security slide chart, a book. 
let on business insurance or a budgeteer, 
The budgeteer was the most popular, 

The campaign opened with a large 
story of the principals of the agency 
going over the campaign with home 
office executives and stating why the 
local paper was chosen to test. this 
new ‘pilot” program. This started the 
campaign off in a spirit of civic pride 
The ads were run in a series of 13, 
covering three months. 

The direct mail campaign was built 
around each ad with reprints and tear 

(CONTINUED ON PAGE 24) 


LOW COST. 
INQUIRIES: 





> 
SERVING LEADING 

INSURANCE COMPANIES AND 

AGENCIES COAST TO COAST 


Lemarge . . . the finest mechanically 
equipped mailing service in the 
Middle West producing all types of 
jobs at low cost. 


Lemarge . . . a battery of modern auto- 
matic inserting machines turning out 
over half a million pieces a day. 


Lemarge . . . able to address your 
envelopes at unusually low cost 
from telephone books, voters lists 
and city directories throughout the 
United States. 





Write or phone 
for details! 


the LEMARGE company 


2332 Logan Boulevard 
Chicago 47, Illinois 
Phone: HUmboldt 9-2332 
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Actuaries Flay Expense Plan 


(CONTINUED FROM PAGE 1) 





en 
nothing in recent years “has aroused 
so much quiet but righteous indigna- 
tion” as the proposal of the New York 
department to require uniform alloca- 
tion. He said it would not provide an 
index of company efficiency and he 
questioned the propriety of an insur- 
ance department’s comparing one com- 
pany with another. Because there are 
so many differences between company 
situations that could not be reflected in 
such an index, it would be like trying 
to compare the cooking of one chef with 
that of another by comparing the 
amounts of only one or two ingredients 
that each used. 


Expense Allocation Defined 


Defining expense allocation, Mr. 
Stagg said it is simply one of the tools 
of efficient management. Its purpose 
may vary from one company to another. 
If any excessive degree of uniformity is 
required, it may result in inequity to 
policyholders. Expressing the hope that 
legislation would not be enacted that 
would cause a company to keep one 
set of books for its own guidance and 
another set to satisfy the department, 
Mr. Stagg pointed out that this would 
not only be costly but bad public rela- 
tions. 

Mr. Stagg also said that in spite of 
Superintendent Bohlinger’s sincerity, 
there is danger that the legislation the 
department seeks might be the entering 
wedge for eventual fixing of life insur- 
ance premium rates by the state. 

J. M. Miller, New York Life, said 
there doesn’t seem to be much doubt 
that supervisory authorities should have 
the right to require uniform classifica- 
tion of expenses to permit them to carry 
out their responsibilities but that while 
uniform classification can be defined 
with a high degree of accuracy, uniform 
allocation is quite different, as so many 
areas depend on judgment. Even at best, 
expense allocation can only be an ap- 
proximation. 

Mr. Miller said that there appears 
to be, little objection fundamentally to 
uniform allocation of expenses if the 
requirements for uniformity. are confined 
to broad general principles, such as that 
allocation should be just and reasonable. 
He doubted, however, that uniform allo- 
cation could have any value as a meas- 
ure of efficiency or the efficiency. of the 
various companies. 


Is Department “Edging Over?” 


R. D. Murphy, Equitable Society, sec- 
onded the comments of Messrs. Davis 
and Stagg, and said the New York 
superintendent’s preliminary report, in 
which he set forth his views on uniform 
classification and allocation, caused a 
good deal of alarm among company 
people for its implications as well as 
its contents. The report, he said, raised 
a question whether the department 
might not be getting out of its tradi- 
tional supervisory role and “edging 
over” into the functions of management. 
Mr. Murphy emphasized that the great 
progress of life insurance had been with 
the New York department keeping to 
the supervisory function. 

As to the idea that companies be 
measured as to efficiency, Mr. Murphy 
said efficiency has to be judged not just 
on the basis of some index but also 
in the light of what type of service the 
company is trying to give the public. 

One company, for example, may con- 
centrate largely on big urban centers 
where average policies are large, tending 
to lower costs and greater theoretical 
efficiency. Another may have much of 
its business in rural areas where ex- 
penses are higher, average policy size 
lower, and “efficiency” necessarily lower. 
Should the latter company abandon 
tural business and withdraw its serv- 
ice from this important segment of the 
public in order to achieve a higher ef- 
ficiency rating? 


Mr. Murphy expressed concern lest 
legislation desired by the department 
result in poorer service to the public 
by reason of companies seeking a higher 
rank on the efficiency index. 

E. W. Marshall, Provident Mutual, 
listed a large number of differences in 
the way companies operate that would 
make any “efficiency index” comparison 
meaningless. As for seeing that a con- 
tract or line of business is self-support- 
ing, this is rarely needed and can be 
determined only by careful analysis 
would not warrant the setting up of an 
elaborate allocation system, he said. 

“Tt seems to me that the companies 
have no choice but to challenge the 
whole concept of measuring efficiency 
of companies by any other standards 
than those by which such efficiency has 
been measured in the past—namely, the 
benefits given in return for the pre- 
miums charged,” said N. M. Hughes, 
National Life & Accident, indicating 
that he was using the term “benefits” 
in the broadest sense. He warned that 
if any concession is made in the direc- 
tion of allowing comparisons of expense 
factors to be considered as a criterion 


of efficiency, the next step of insurance 
departments in invading the domain of 
management can well be the prescrip- 
tion of even tighter control over invest- 
ments, and they will then want to take 
over the final decision on the selection 
of risks. 


Broaden Department Functions 


“If anyone thinks that this picture 
is too extreme, I can only suggest that 
a greater degree of familiarity with the 
avowed aims of many supervisory of- 
ficials will dispel any complacency,” he 
said. “There has developed among cer- 
tain supervisory authorities the curious 
notion that they must not only regulate 
the general conduct of insurance com- 
panies but must inject themselves into 
company management, with a voice in 
the determination and execution of com- 
pany policy. One would suppose that 
the problems of assuring themselves of 
company solvency and the honest imple- 
mentation of company contracts would 
be a sufficient tax on the abilities and 
energies of these officials, but this does 
not seem to be the case.” 

Mr. Hughes said that although his 
comments emphasized the current efforts 
of the New York department, “I would 
not want to give the impression that 
similar viewpoints and motivation are 
not present in other insurance depart- 


ments.” He warned that companies that 
don’t do business in New York have no 
reason to feel any immunity from the 
challenge facing the companies immedi- 
ately affected. 

Daniel J. Lyons, Guardian Life, op- 
posed the enactment of even some “gen- 
eral and innocuous” statute because such 
laws have a way of growing. He warned 
against freezing an unsound system into 
law or regulations. Companies must 
solve their own problems and be wary 
of passing them on to the state, he - 
said. 

Service Real Criterion 

Morris Pike, John Hancock, empha- 
sized that companies must be judged 
on how they serve the various segments 
of the public that buy from them. He 
cited as an example of service the col- 
lection of premiums at the home rather 
than by mail. 

Richard C. Guest, Massachusetts Mu- 
tual, endorsed the views of the other 
company men who had spoken and 
warned of a possible threat to state 
supervision in the proposed New York 
legislation. He said some other states 
resent New York’s extraterritorial insur- 
ance legislation. He echoed the view 
expressed by Mr. Stagg that anything 
further in the way of uniformity of 

(CONTINUED ON PAGE 24) 
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For the doctor, lawyer, or any prospect who must provide his own old-age income, 
the LNL man likes to prescribe our 5-Star Annuity. 


Optional maturity dates enable the policyholder to begin his income early or late — 


any time from age 50 to 70. This low net cost, participating policy provides life in- 
surance protection in addition to an- 
nuity benefits. Joint and last survivor 


men. 


The 
LINCOLN 


options are right in this flexible con- 
tract. What’s more, family income, 
family protection and other riders 
may be added, and waiver of premi- 
um, disability income and double in- 
demnity are available. 


This attractive 5-Star Annuity is 
another reason for our proud claim 
that LNL ts geared to help its field 


INSURANCE COMPANY 


Fort Wayne 1, Indiana 
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Where All Insurers Have a Stake 


Insurance people, whether casualty 
men interested in bringing down the 
fantastic loss ratios on automobile busi- 
ness, or life insurance men concerned 
about automobile accidents as an ever- 
larger factor in death and personal acci- 
dent claims, have a big stake in the 
success of groups like the recently or- 
ganized Citizens Traffic Safety Board of 
New York City. 

The New York City group is by no 
means the first to take hold of the auto- 
mobile accident situation. But the acci- 
dent record for the New York City area 
is so much worse than anywhere else 
in the United States that if improve- 
ments can be made there comparable 
with what citizens’ committees have 
effected in other metropolitan areas, the 
the results should encourage similar ac- 
tivities in many other cities that so far 
have made no organized effort to cure 
the traffic accident problem. 

The New York board has as its pres- 
ident Percy C. Magnus, importer, and 
former president of the New York Board 
of Trade, dynamic, down-to-earth leader 
who is sincerely aroused about the 
shameful death and accident. toll that 
disgraces the nation’s largest city. The 
activities of Mr. Magnus’ committee 
may well be the route to genuine im- 
provement in the situation, the substi- 
tution of action for deploring, wailing 
and hand-wringing. 

The formation of this New York 
group points up the basic weakness in 
most efforts to solve the automobile acci- 
dent problem—the lack of a ready means 
for translating the concern of an aroused 
public into action on the part of those 
responsible for coping with the various 
factors that cause the accidents. Forma- 
tion of the Citizens Traffic Safety Board 
means that a group of keenly interested 
citizens is using the same ingenuity, re- 
sourcefulness, push and drive that 
brought them business or professional 
prominence to get something effective 
done about automobile accidents. 

The New York City situation is so 
appalling that there is plenty of spon- 
taneous support for the board’s work 
right now. Doubtless there will con- 
tinue to be for some little time. But the 
big danger is that long before the board 
has really accomplished its task the sup- 
port will lag. If automobiles begin kill- 
ing fewer people—even though partly 
because so many of the less alert have al- 
ready been killed off—the public clamor 
that automobile accidents have aroused 
may die down. The citizens’ board may 
well have cause to wonder if any but the 
board itself really cares much about 
automobile accidents. 
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That is when the board will need sup- 
port and encouragement even more than 
it does now. For as the united and 
mighty effort to improve the traffic acci- 
dent toll brings the situation, to quote 
Mark Twain, from unspeakably bad to 
less unspeakably bad, the general run 
of citizens will of course figure that the 
problem has been licked so why should 
anybody keep on being excited about it? 

It is right at that point that the citi- 
zens’ board will need to put on pressure 
that will make the present agitation seem 
like a polite murmur. The New York 
City situation is so bad that even a 
marked improvement will still leave it 
vastly worse than it ought to be. The 
citizens board will need the help of 
insurance people then even more than 
now, when nearly everyone is aroused 
at the frightful death, injury and prop- 
erty damage toll. Casualty insurers are 
geared up to play a big part, in fact, 
the Assn. of Casualty & Surety Com- 
panies’ accident prevention department, 
headed by Thomas N. Boate, was instru- 
mental in the formation of the citizens’ 
board. 

The life companies haven’t the same 
direct interest in automobile accidents 
as a factor in insurance rates as the 
casualty and property insurers have but 
automobile accidents are so important 
a cause of deaths and injuries that a 
substantial lessening of such accidents 
countrywide could have a material effect 
on life and personal accident insurance 
costs. 

To both classes of insurers, success of 
the New York City effort is important 
in its relation to the nation-wide picture. 
True, New York City is unique and may 
require methods different from what 
would be effective in other communities. 
But in spite of this, if an aroused citi- 
zenry can exert enough influence over 


a long enough period of time to bring 


the accident toll down to what could be 
considered a respectable figure—if this 
can be done in the nation’s largest city 
with the nation’s worst traffic accident 
record—then there will be no excuse at 
all for other cities’ failure to do some- 
thing effective about their automobile 
accident records. 

Success of the New York City effort 
will have a dramatic appeal that can be 
used from coast to coast to inspire simi- 
lar efforts in cities that have thus far 
attacked the traffic problem only half- 
heartedly if at all. Great as would be 
the victory if New York City can solve 
its automobile accident problem, it would 
be dwarfed by the good that would re- 
sult in other communities encouraged to 
do what the citizens board in New York 
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is trying to do in meeting the traffic 
crisis head-on. Methods won’t be the 
same. But the basic need is the same. 
It is for a group of public-spirited citi- 
zens to make the problem their own, to 


seek out the effective remedies, see thy 
they are applied, and most of all, f 
make sure that when a little succes 
has been achieved the effort is steppeg 
up rather than relaxed. 
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~ PERSONALS 


@ 
Donald J. Noonan, 


new Wyoming gen- 
eral agent of Con- 
tinental Assurance, 
with headquarters 
at Casper, who is 
the company’s first 
field appointment 
following its entry 
in that state. 


@ f 
Kenneth Mullins, vice-president of 
Washington National, and Mrs. Mullins 
have returned from a month in Mexico. 


Martin J. Lesnak of the Weissbach 
agency of Ohio State Life at Youngs- 
town, O., was honored at a luncheon 
marking his completion of 1,000 weeks 
of consecutive production. Claris Adams, 
president, and Frank L. Barnes, vice- 
president, were guests and paid special 
tribute to Mr. Lesnak. 


Lloyd O. Swanson, general agent of 
National Life of Vermont at Minne- 
apolis, discussed insurance prospects 
at a career day program for students 
of Gustavus Adolphus College, St. 
Peter, Minn. 

Travis T. Wallace, president of Great 
American Reserve, is speaking at the 
banquet Friday closing the regional 
sales congress sponsored by Kansas 
City Advertising & Sales Executives 
Club at Kansas City. 

Dr. Carl T. Kirchmaier, medical di- 
rector of Life & Casualty, has been 
named chairman of the first aid division 
of the Nashville-Davidson County Red 
Cross chapter. Allen M. Steele, associate 
general counsel, is chairman of the Red 
Cross chapter blood program. 

Dr. L. H. Lee, medical director of 
Pacific Mutual Life, was presented a 
watch by the Pacific Mutual Agency 
Assn. in appreciation for his activities 
during his 25 years as medical director, 
and to commemorate his term of service 
in 1952 as president of Assn. of Life 
Insurance Medical Directors. 


DEATHS 

















JAMES GARMAN, 59, for 16 years 
manager of Washington National at Jer- 
sey City, died following a heart attack. 
Earlier he was superintendent at New- 
ark, N. J. 

M. C. REESE, president of First 
National Life of Arizona, died. He 
was with that company and its predeces- 
sor organizations for 21 years. 

PFC. MARTIN F. MALONEY, son 
of J. T. Maloney of Cincinnati, who is 
personnel manager of The National 
Underwriter Co., was reported killed in 
action in Korea Oct. 20. He was a grad- 
uate of Villa Madonna College, Cov- 
ington, Ky., and had been married 
shortly after he entered the army last 
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fall. Before assuming his present dutie; 
in 1950, Mr. Maloney, Sr., was known 
to many insurance men as_ busines 
manager of the “Fire, Casualty & Surety 
Bulletins” and editor of the ‘“Acciden 
& Health Bulletins.” The Maloneys hay 
two other children, Margaret -and Jog. 
eph. Another daughter, Mary, died 
about three years ago. 


WILLIAM H. JOYCE, 84, superip. 
tendent and later manager for Prudep. 
tial at Buffalo before his retirement jp 
1938, died there. During his 49 year, 
with the company he had been a cop. 
sistent million-dollar producer. He was 
also a past president of Buffalo Aggy, 
of Life Underwriters. 

LESLIE H. THAYER, 51, associate dis. 
trict manager of Life of Virginia 9; 


Petersburg, Va., died at his home there 
Funeral services were held Novy. 7, 9 





SOUTH LEADS INCREASE 


704 Life Companies 
in U. S., Total Is 
Up 50% Since War 


There are now 704 legal reserve life 
insurance companies in the United 
States, according to an Institute of Life 
Insurance tabulation based on mid-year 
reports from state insurance depart- 
ments. : 

This is an increase of 24 since the 
start of the year and is about 50% more 
than were in business at the end of the 
last war. At the turn of the century, 
there were fewer than 100 life companies 
in the U 

The greater part of the increase in 
recent years has been in the southern 
states. Southern companies now num- 
ber 418, nearly 60% of the U. S. total 
and more than the aggregate of all com- 
panies in the U. S. prior to 1928. 


Incomes Up in South 


The greatest relative gains in life in- 
surance ownership in recent years have 
been in the southern tier of states, where 
per capita income increases have far out- 
paced the average for the country as 
a whole. 

Texas leads, with 150 companies, other 
states reporting: Louisiana, 76; South 
Carolina, 29; Illinois, 29; Pennsylvania, 
25; New York, 24; Indiana, 22. : 

One or more companies are located in 
every state except Wyoming, and 24 
states have 10 or more companies. _ 

There are now more than 200 life 
insurance home office cities. Dallas has 
55; New Orleans, 34; Philadelphia, 22; 
Chicago, 21. 











Barnes to Home Office 


New York Life has transferred John 
R. Barnes from Salt Lake City, where 
he has been agency instructor, to the 
home office as supervisor of basic train- 
ing. He joined the company at Salt 
Lake City in 1946. He is a veteran, 4 
graduate of University of Utah and past 
president of Salt Lake City C.L.U. 


Howard J. Burridge. President. 

Louis H. Martin, Vice-Pres, & Secretary. 
John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 





ATLANTA 3, GA.—432 Hurt Bidg., Tel. Walnut 
$801. Carl E. Weatherly, Jr., Southeastern 
Manager. 

BOSTCN 11, MASS.—210 Lincoln St., Tel. 
Liberty 2-1402. Wm. A. Scanlon, Vice-Pres, 
CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 
CENCINNATI 2, GHIO—420 BP. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 


Director; George C. Roeding, Associate Man- 
ager; George E. Wohigemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DES MOINES 12, IOWA—3333 Grand Avenue, 
Tel. 7-4677. R. J. Chapman, Resident Manager. 
DETROIT 26, MICH.—1102 Lafayette Bidg., 
Tel. Woodward 3-2826. A. J. Edwards, Resident 
Manager. ia 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bidg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel, Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 


1103, Tel. Beekman 38-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


PHILADELPHIA 9, PA.—1i23 S. Broad Street, 
Room 1127, Tel. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manager. 
PITTSBURGH 22, PA.—503 Columbia Bldg. 
Tel. Court 1-2494. Jack Verde Stroup, Resi- 
dent Manager. 
SAN FRANCISCO 4, CAL.—507 Flatiron Bldg., 
Tel. Exbrook 2-3054. F. W. Bland, Pacific 
Coast Manager. 
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Fringe Benefits No Handout 


President Matthew Woll of Union 
Labor Life calls attention to the fact 
that so-called “fringe benefits” are by no 
means merely charitable considerations 
doled out by management but are more 
and more the result of collective bar- 
gaining. Payment of such “fringe bene- 
fits’ run about $20 billion a year, ac- 
cording to an estimate he quotes writing 
jin the company’s house organ. He also 
emphasizes that the volume and impor- 
tance of these plans put them far above 
any state plan. 





Business Cover Big Business 


An analysis of policies written by Con- 
necticut Mutual Life reveals that busi- 
ness insurance accounts for 19.1% of 
total life insurance placed during the 
frst nine months of the year while 
employe insurance, including pension 
trust, profit-sharing trusts and salary 
allotments, accounts for 11.4%. 





Give "Group™ for Christmas 

A special sales kit for group insur- 
ance has been designed by the New 
York Life in which that coverage is 
described as an excellent Christmas 
gift from employers to employes. The 
kit contains important sales facts and 
initial sales forms, all seasoned with a 
Christmas flavor. 

Advertising will stress the theme that 
group insurance offers to the employe 
greater security and freedom from 
worry. As the employer’s gift, it indi- 
cates a keen interest in his employes’ 
welfare and is something that promotes 
increased loyalty and good-feeling. 





Opposes Pension Vesting 


Why should the worker be permitted 
vested rights in the employer-financed 
pension plan? Writing in the New York 
Times for Nov. 9, Arthur M. White- 
hill, Jr., associate professor of business 
administration at the University of 
North Carolina, opines that few if any 
of the aims of business-financed plans 
would be furthered by letting the 
worker enjoy retirement benefits after 
either quitting or being fired. 

Professor Whitehill believes it is a 
far from established fact that private 
pension plans discourage worker mo- 
bility. Social security covers the worker 
as he moves from job to job. This is 
as it should be, he writes. But private 
pension plans shouldn’t' be permitted 


this type of coverage, he says. In- 
stead each private plan should be fully 
adapted to the local individual company 
circumstances, and should not attempt 
the broad coverage of social security. 





Few Financier Financers 


Few types of investments have proven 
as satisfactory as those made in finance 
companies, William H. Zuehlke, Jr., 
assistant treasurer of Aid Association 
for Lutherans, told members of Amer- 
ican Finance Conference at their annual 
convention at Chicago. Mr. Zuehlke 
based his statement on a survey of the 
investment holdings of all life companies. 

“The record of the finance industry 
during the past depression was an ad- 
mirable one,” he said. “And, offhand, 
I can’t think of an industry which has 
treated its creditors so well.” 

Mr. Zuehlke pointed out that the vast 
majority of time sales securities are held 
by relatively few individuals and insti- 
tutions, thus giving investment firms 
little chance to discover the invest- 
ment potentialities of these securities. 








Hear Stamper Tell How to 
Hit Socialism, Inflation 


Selling life insurance is the best way 
to combat socialism and inflation, Pow- 
ell Stamper, assistant vice-president of 
National Life & Accident, declared at 
the November meeting of Chattanooga 
Assn. of Life Underwriters. 

“The public will get what it wants, 
and it will want what the best salesman 
has to sell,” Mr. Stamper said. He 
warned that the life insurance business 
and its agents will not only have to 
match the service of the welfare state, 
ic exceed it in perserverance and 
skill. 

Ellis Goodloe, manager for National 
Life & Accident, introdueed the speaker. 
Joe W. Davis, manager for Volunteer 
State Life, president of the association, 
presided. 





American Nat'l Biloxi Building 
American National has opened a new 
office building at Biloxi. It is of all- 
masonry construction, measures 25 x 
90 feet, is air-conditioned and is pro- 
vided with every modern convenience 
and appointment. Large plate glass 
windows and doors framed in satin 
finish aluminum, as well as sound- 
deadening ceiling materials, asphalt tile 


floors and fluorescent lighting make 
it attractive and efficient. 

Present at the formal opening and 
open house from the home office were: 

. A. Furbush, vice-president; O. M. 
Curb, vice-president; Leo Sexton, direc- 
tor of agencies; Harry Pflug, field 
trainer; Walter Howard, regional super- 
visor, who discussed the company, its 
program and policies with the Biloxians 
who attended the ceremonies. 

The manager of the new Biloxi home 
of the company is F. “Yankie” Bar- 
hanovich, 





Investments for 9 Months 
Hit $10 Billion: One-Third 
Put in Industrial Securities 


New investments in securities and 
mortgages by life companies. totaled 
$10,155,000,000 in the first three quarters 
of the year, the Institute of Life Insur- 
ance reports. 

About one-third of the funds available 
for investment came from net increase in 
assets, which rose $3,595,000,000 in the 
nine months. The balance was made 
available by maturities, sales and refund- 
ings. 

Securities of business and industry ac- 
counted for the greatest single block of 
new investments, adding up to $3,565,- 
000,000. Industrial bonds made up two- 
thirds of the aggregate. Stocks ac- 
counted for only $141,000,000, less than 
half of these being common shares. Total 
life insurance investments in business 
and industrial securities at Sept. 30 were 
$29,494,000,000. 

Mortgages financed by the life com- 
panies in the three quarters totaled $2,- 
936,000,000, the third quarter alone 
showing $963,000,000. Total mortgage 
holdings at Sept. 30 were $20,801,000,000 
up $1,540,000,000 since Jan. 1. 





Travelers Names Two in 
Information, “Ad” Unit 


Walter M. Harrison, Jr., and Herbert 
J. Kramer have been appointed assistant 
managers of the public information and 
advertising department of Travelers. 

Mr. Harrison joined the information 
and advertising department in 1946. He 
received a B.A. degree from the Uni- 
versity of Oklahoma in 1938 and an M.S. 
from the journalism school of Columbia 
University in 1939. During the war he 
served with the air force, becoming a 
major. 

Mr. Kramer joined the department in 
1951. He graduated from Harvard in 
1942 Phi Beta Kappa, magna cum laude. 
He received his M.A. degree from Har- 


vard in 1946, and his Ph.D. also from 
Harvard in 1949. He was in the army dur- 
ing the war as a first lieutenant in anti- 
aircraft. Immediately prior to joining 
Travelers, he was an account executive 
with a Hartford advertising agency. 





Controllers Hear Fitzgerald 


Edmund Fitzgerald, president of 
Northwestern Mutual Life, spoke on 
“Executive and Supervisory Training 
and Development” before the Milwaukee 
Control of Controllers’ Institute of 
America. 
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Mutual Benefit “Duel” 
Comes to Record End 


The annual sales-motivating contest 
among the 72 agencies of Mutual Bene- 
fit Life resulted in $51,594,292 in sub- 
mitted business for October. This was 
17% above the goal set, with 50 agen- 
cies exceeding their goals. Of this 
group, three agencies doubled, one 
tripled and one quadrupled the quotas. 
Known as “The Duel,” the contest re- 
sulted in 24 agencies each submitting 
over $1 million in business for the 
month. 

Paired off with 


one agency pitted 


against another of equal size, the agen- 
cies were divided into two groups, one 
headed by Executive Vice-President H. 
Bruce Palmer and the other by Vice- 
President Walter A. Reiter, M.D. This 
year the Palmer group defeated the 
Reiter team for the second time in four 
years. ee 
William T. Earls agency at Cincin- 
nati, company winner in last year’s con- 
test, again led all agencies with $3,- 
190,277 in submitted business. Norman 
E. Andersen agency, Chicago, Robert 
W. Wilkinson agency, Minneapolis, and 
the John O. Wilson agency, Seattle, 
doubled their quotas. Lloyd Ramsey 
agency in Memphis tripled and Robert 
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Fifty-Ninth Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $181,000,000 to 
Policyowners and Beneficiaries 
since organization September 5, 
1894 .. . The Company also holds 
over $79,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,500 and Insurance in 
force is over $217,000,000 . . . The 
State Life offers splendid agency 
opportunities — with liberal con- 
tract, and up-to-date training and 
service facilities — for those qual- 


* 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
e 


MUTUAL LEGAL RESERVE FOUNDED 1894 
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R. Tebow agency, Birmingham, quad- 
rupled the quotas. 





Campaign Honoring Adams 
Sets Production Record 


The field force of Ohio State Life has 
completed its campaign in honor of 
President Claris Adams. On the last 
day, applications totaling $1 million 
were received, and the campaign is said 
to have been the most successful ever. 





McLain Production Drive 
Is Highly Successful 


The field force of Guardian Life 
staged one of the most successful pro- 
duction campaigns in the company’s 92- 
year history last month in honor of 
President James A McLain. More than 
2,100 life applications were written dur- 
ing the 31-day period for a total volume 
of $20,160,000. 

A total of 29 Guardian agencies ex- 
ceeded their campaign quotas, M. E. 
Bay Newark agency winning first place 
with a mark of 219%. Richard S. 
Pomeroy, Miami Beach agency, was 
second with 207%, and Alan D. Rosen- 
thal agency, Chicago, third with 189%. 
Holcombe T. Green agency, Atlanta, 
with 155%, and Miles-Regar agency, 
Tampa, with 151%, placed fourth and 
fifth respectively. Guardian’s New York 
Spaulder, Warshall and Schnur agency 
took top honors for the month in vol- 
ume followed by the Julius M. Eisen- 
drath agency in New York, second, and 
the Norman W. Remole agency in Min- 
neapolis, third. 

Individual volume honors went to 
H. R. Metz of New York Lasko, with 
J. P. Poole and S. M. Gershon, both 
of Atlanta, in second and third places 
respectively. The lives leader was E. F. 
Callahan, Oakland, followed by S. M. 
Gershon, Atlanta, and Albert Durner, 
New York Bragg, in that order. O. E. 
Stewart of Birmingham submitted 20 
A. & H. applications for top honors in 
that category. 


New Great-West Life Form 


Great-West Life has improved the 
text layout on the face of its life pol- 
icy forms. The improved design adds 
to the policy’s appearance and read- 
ability. Some minor policy provisions 
have also been altered for better con- 
tinuity. The revised form is expected to 
increase policy issue by one-third. 








Shenandoah to Open Pa. Agencies 


Shenandoah Life has been licensed 
in Pennsylvania and will open the first 
of :five or six new. branch offices there 
soon after the beginning of the year. 

The company is now licensed in 10 
States and the District of Columbia. | 


Investors Life Buys Building 


Investors Life of Dallas has pur- 
chased the Merchandise Mart building 
there in which it will house its home 
office operations. The sale price was not 
announced, though on completion of 
a current remodeling program it is esti- 
mated the building will have a replace- 
ment value of $10 million. Most of it 
is leased to tenants. 





Mark E. Zimmer, vice-president and 
general manager of Kingston Products 
Corp., Kokomo, Ind., has been named 
to the board of United Home Life of 
Indianapolis. 
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Mutual Benefit Workshop 

A property planning workshop will 
be held by Mutual Benefit Life Nov. 
17-19 at Cleveland. Eleven company 
representatives will attend the three- 
day sessions where they will participate 
in discussions on estate and business 
insurance problems and employe benefit 
plans. 

George B. Gordon, director of ad- 
vanced underwriting services, and James 
C. Wriggins, attorney, both of the home 
office, will direct the workshop. 


RECORDS 


Paid production for Great-West 
for October totaled more than $24 mj, 
lion, a company record for the month, 


Sales of the National Life of Vermox 
for the first nine months of the y 
were the highest ever for any Compar. 
able period, totaling nearly $100 million 
an increase of 11%. Insurance in force 
reached $1,283,833,268, a gain of 71%% 4, 
$489,949,907. 

With paid business of $30,257,269 in 
October, a 34% increase over the ¢o,. 
responding month of last year, Pen 
Mutual Life expects to set an all-tim 
production high in 1952. For 10 months 
the onmpeny. shows a 17% increase oye 
1951 and will exceed total 1951 produ. 
tion early in November. 

New paid life insurance in Gua 
Mutual Life during October exceedeg by 
84.2% business paid for during October 
1951, and was the second highest prodye. 
tion month in company history. A. & 
eeeeee 107% over the same month 6 











Wis. Managers Tell Students 
Life Insurance Opportunities 


Life Managers & General Agents 
Assn. of Wisconsin sponsored a joint 
dinner meeting in cooperation with the 
Insurance Society of the University of 
Wisconsin at Madison Nov. 13. 

The meeting featured a panel dis. 
cussion of life insurance as a career 
and its opportunities for university sty. 
dents. On the panel were Charles W. 
Tomlinson, manager of Bankers Life 
of Iowa; John W. Freeman, general 
agent of Penn Mutual, both of Madison; 
Ernest P. Kasche, general agent of 
Aetna Life, and Orval A. Hosch, Phoe. 
nix Mutual, both of Milwaukee, and 
O. Alfred Granum, Northwestern Mu- 
tual, Amery, Wis. Jack C. Windsor, 
Milwaukee manager of Connecticut 
General, president of the state associa- 
tion, was chairman of the dinner. 





Smart general agency for Equitable 
Life of Iowa at Detroit, led all company 
agencies in October production. 
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Do You Want-- 


V Large Commissions 
V Steady Renewals 
V Standard Policies 


(rates and provisions competitive with ) 
every old line legal reserve life com 
pany in the U. S.) ¢ 
V Special Policies 

(twe of them, both sure-fire 
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V Established Territories in { 
the South 


V Brand: New Territories in ; 
Texas and Oklahoma 2? 


VA Sound Company 


National Equity Life has operated ia 
the South for 28 years, and is now 
expanding into Texas and Okiahoma. 


This may mean unveval opportunities . 
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Write today for full information. 


Little Rock, Arkansas 
C. E. LOWRY, President 
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AMONG COMPANY MEN 





Veteran Travelers 
Teacher Retires 


ames E. McNeal, assistant super- 
intendent of the training sales research 
and promotion divi- 
sion of the life de- 
partment of Trav- 
elers, is retiring. 

Mr. McNeal 
went with Trav- 
elers as a special 
group representa- 
tive in the home 
ofice in 1919 and 
also served in a 
similar capacity 
at Toronto. His 
field service in- 
cluded Minneapolis 
and St. Paul as a 
field supervisor and James E. MeNeal 
Buffalo as a field supervisor and assist- 
ant manager of the life department. 

Mr. McNeal was promoted to the 
home office staff and appointed agency 
assistant in 1927. Two years later, he 
was appointed assistant supervisor of 
the agency field service division and 
he became supervisor of the division 
in 1945. He has been a member of the 
faculty of the life home office school 
since 1929 and headed the faculty from 
1945 until recently. : 

During his association with the 
school, he has instructed more than 
3,500 students and an even larger num- 
ber took field training courses under 
his direction. He is a graduate of the 
schools of forestry of Pennsylvania 
State College and Yale. He is a veteran 
of the first war. 








Grove and Reece Named 
Texas Life Officials 


Lloyd L. Grove has been elected vice- 
president and agency director and Joe 
G. Reece superintendent of agencies of 
Texas Life.’ Mr. Grove, who has been 
with Western Reserve Life of Austin 
in several executive capacities in the 
past 18 years, has been active in life 
insurance sales work both in the field 
and home office since moving to Texas 
in 1930. 

Mr. Reece went with Texas Life 23 
years ago and was an agent for three 
years before joining the home office 
staff as agency supervisor. He was suc- 
céssively agency secretary, educational 
director, then agency director. 

Both men are graduates 
L.L.A.M.A. school. 


Becker Made Group V.-P. 
of United States Life 


of the 





Fred O. Becher, Jr., has been ap- 
pointed group vice-president of United 
State Life. 


A specialist in 
group insurance 
since 1940, Mr. 
Becher joined the 
company in 1948 as 
director of group 
sales, was appointed 
an officer the fol- 
lowing year and 
assistant vice-pres- 
ident in 1951. Mr. 
Becker, originator 
of the company’s 
“baby group” in- 
surance plan, was 
instrumental in 
U. S. Life’s group volume increase from 
$38 million in 1948 to more than $300 
million in 1951. 

About a year ago Mr. Becher and 
two other U. S. Life home office exec- 
utives opened a general agency at New 

ork City under the name Becher, 
White & Winston. He is resigning 
from the agency, which now will con- 





F. 0. Becher, Jr. 


tinue as White & Winston. 

An army veteran, Mr. Becher en- 
tered the business with John Hancock 
Mutual Life at New York. 





Liggett, Johnson Named to 
Pacific Mutual Posts 


Pacific Mutual Life has appointed 
Darwin S. Liggett and Clyde A. John- 








C. A. Johnson D. S. Liggett 
son assistant secretaries of the group 
department. 

Mr. Liggett, regional group super- 
visor for the midwest since November 
of last year, will be in charge of sales. 





Mr. Johnson, administrative assistant 
since joining the company last March, 
will supervise the issue and renewal 
divisions. 

Mr. Liggett joined the company in 
March, 1951, as group supervisor at 
Chicago. He entered the business with 
Aetna Life in 1937, and ten years later, 
joined Massachusetts Mutual. In 1949, 
he became vice-president of the Wilson 
brokerage agency at Detroit. 

Mr. Johnson entered the business with 
Northwestern National Life in 1947, 
and subsequently became assistant man- 
ager of group accounting, and group 
underwriter. 





Appoint Hill, Jacobson 


New England Mutual has appointed 
George Hill assistant actuary, and 
Harry O. Jacobson coordinator. Mr. 
Hill has been with the company since 
1940. He is a fellow of Society of Ac- 
tuaries. Mr. Jacobson joined the com- 
pany in 1933, and became assistant co- 
ordinator in 1950. 





Beneficial Life Names Barber 


Beneficial Life has appointed D. Keith 
Barber field supervisor succeeding Rich- 
ard A. Miner, who becomes general 
agent at San Bernardino, Cal. Mr. 
Barber joined the company at Tacoma, 
Wash., in 1946. 


Bankers, Ia., Raises 
McCreight, Oakes . 


Bankers Life of Iowa has advanced 
Dr. George McCreight, associate medical 





Barry Oakes George McCreight 
director, to medical director, and Barry 
Oakes, assistant counsel, to associate 
counsel. 

Dr. McCreight will succeed Dr. A. E. 
Johann, vice-president and medical di- 
rector, who will retire in the spring. 

Dr. McCreight has been with the 
company since 1920. He became assist- 
ant medical director in 1935, and_asso- 
ciate medical director in 1947. He is 
a graduate of Rush Medical School. 

Mr. Oakes joined the legal depart- 
ment in 1946. The following year, he 
was appointed assistant counsel. 
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CHATTANOOGA 


“I wish I had a complete line of sales plans and a good agency contract. Icould 
then mark up some big increases in production and ‘personal income.” The 
Provident Life Producer never has to make such a wishful statement about these 
two fundamentals of success; he is equipped with both from the first day of 


His sales equipment includes a complete line of life insurance plans designed to fill 
every need — most of them already programmed in a clearly presented package. 


His agency contract turns the resulting sales into well rewarding financial com- 
pensation which includes a liberal scale of first-year commissions, nine renewals, 
service fees, a persistency bonus, group insurance, and a non-contributory 
pension plan. 
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Hancock Ad Is “Best-Read” 
Honors for the best-read life insurance 
advertisement for 1951 go to John Han- 
cock Mutual Life, according to results of 
a study made by the Daniel Starch 
rating organization. 
“A dream marclied to the swing of 


his words” is the title of the winning 
advertisement, which tells the story of 
the American poet, Walt Whitman. 

The advertisement is one in the Han- 
cock’s American Folk series, introduced 
in 1947. It appeared in Life, Saturday 
Evening Post, Newsweek, and U. S. 
News & World Report. 





A Better Life to Live! 


Everyone, by his daily personal conduct, can help 





to fight the contemptible prejudices — earnestly 


cultivated by Communists — which seek to divide 


America into groups of Protestants and Catholics, 


Christians and Jews, foreigners and natives, work- 


ers and capitalists. 


Let’s actively remember that we are American 


people . . . and this is no place for so many kinds 


of people to live unless we share the common pur- 
pose of keeping U. S. Life... A Better Life to Live! 
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Insurance of family security, and of earning capacity 
during working years, is a duty of the great body of 
American insurance agents. Agents of United States Life 
have an exceptionally complete schedule of policies for 


The 


8 WILLIAM STREET 
NEW YORK 38, N. Y. 


United States Life 
INSURANCE COMPANY ‘ 
IN THE CITY of NEW YORK 


truly and fully protective coverage. 
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COMPLETE LIFE INSURANCE 
COVERAGES — AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 
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Iowa Quarter Million Club 
Meets at Des Moines 


About 70 members of the Iowa Quar- 
ter Million Dollar Club attended the 
fall meeting at Des Moines. The ques- 
tion of changing the name of the organi- 
zation was discussed but was referred 
to a committee to report at the annual 
meeting next May. 

One of the speakers was Frank 
Carideo, agency supervisor of Bankers 
Life of Iowa, on “A Football Coach 
Looks at Life Insurance.” He formerly 
was a star football player for Notre 
Dame and until recently was assistant 
coach at University of Iowa. 

Other speakers were D. W. Bush, 
Central Life of Iowa, Ames, on “Sim- 
plified Programming for Simple Agents”; 
R. H. Pickford, Jr., Northwestern Mu- 
tual, Cedar Rapids, on “Simplified Es- 
tate Planning,’ and Robert W. Osler 
of Rough Notes Co., on “You Are in 
the Most Important Business in the 
World.” 





Good Business to Stay; 


The next 18 months will witness a 
continued high level of business and 
economic activity, Homer C. Chaney, 
vice-president of New England Mutual 
Life, predicted at a meeting of New Or- 
leans Assn. of Life Underwriters. 

Mr. Chaney based his forecast on the 
defense program, “set for many months 
to come”; the projected $10 billion na- 
tional road program; gradual European 
recovery, and increased population 
which will create a “tremendous market” 
for the life insurance producer. 

Henry J. Miltenberger, manager for 
New England Mutual Life, president of 
the association, presided. 


Set Ohio Assn. Dates 


‘George O. Walker, Canton, a vice- 
president of Ohio Assn. of Life Under- 
writers, has been named chairman for 
the annual convention to be held May 
14-16 in the Onesta hotel, Canton. There 
will be an Ohio Leaders Club banquet 
and ladies and C.L.U. breakfasts. A 
women’s organization is being formed 
within the state association. 








Dallas Agents’ Seminar 


Life Underwriters Assn. of Dallas 
will hold a one-day fall sales seminar 
Nov. 14. Principal speakers will be 
Judson A. Thompson, Equitable So- 
ciety, Memphis; Albert Ewart, Dallas 
manager of National Life & Accident; 
Robert L. Clark, Houston manager of 
California-Western States Life, and 
Harlan G. H. Bartram, Dallas agent of 
Mutual Life. Zollie C. Steakley, Austin 
attorney and general counsel for the 
Texas association, will be the luncheon 
speaker. 


Kan. Close to Member Goal 


Membership of Kansas Assn. of Life 
Underwriters has reached 798, only four 
short of the goal of “802 in 1952,” set 
by Vaughan Kimball, Dodge City, presi- 
dent. It is expected the goal will be 
more than exceeded, establishing a new 
Kansas membership record. 

On the day following the annual din- 
ner meeting of the association’s leaders 
Round Table on Nov. 21 at Wichita, 
there will be a seminar on “Advanced 
Underwriting Selling” conducted by 
Bert Jaqua of the Southern Methodist 
Institute. 


Hold Lake Charles Meet 


The conference of Lake Charles (La.) 
Assn. of Life Underwriters heard a 
panel discuss “Special Insurance Needs 
in Lake Charles,” with John B. Sanders, 
general agent for Franklin Life; Eldridge 
B. Bailey, Life of Virginia, program 
chairman, and Melvin Michel, district 


manager for Jefferson Standard, partig. 
pating. 

Other speakers were G. H. Sawye 
assistant superintendent of agencies j 
Pan-American; Adele Levy, Unite 
Benefit, New Orleans; J. W. Womack 
Pan American, president of th 
Louisiana association; George E. Dewey 
manager for Life of Virginia, and R. ( 
Pyle, Equitable Society, president of the 
Lake Charles association. 





Newark—Will E. Gehman of New Eng. 
land Mutual, Philadelphia, will discuss 
“Building for the Future” at the Noy, 
meeting of Northern New Jersey asggo. 
ciation. 

Tarentum, Pa.—More than 30 members 
of the Alle-Kiski Valley association are 
enrolled for L.U.T.C. classes at New Ken. 
sington commercial college. 

Memphis—A. R. Jaqua of institute of 
insurance marketing, Southern Methodist 
University, discussed the requirements 
for success in the life insurance buygi. 
ness. Clyde R. Welman, general agent 
for National Life of Vermont, president 
of the association, presided. 

Atlanta — Speakers were Alden ¢ 
Palmer, Insurance R. & R.; W. Sheffield 
Owen, assistant agency vice-president of 
Life of Georgia; Charles Luker, assistant 
vice-president of National Life & Aegci. 
dent, and Thomas B. Rosser, Metropoli- 
tan, Dyersburg, Tenn. 

Pittsburgh—Rudolph Leitman of New 
York Life, Detroit, will discuss “Some 
of This and Some of That” at the Noy, 
20 meeting. 

Green Bay, Wis.—L.U.T.C. certificates 
were presented by Sam Kresky, chair. 
man, at a meeting of the Northeast Wis. 
consin association. Timothy P. Blaney, 
Northwestern Mutual, was awarded an 
instructor’s certificate. 

Milwaukee — Paul Chelgren, assistant 
director of agencies of North American 
Life & Casualty, will speak Nov. 20 on 
“Think and Sell.” 

Indianapolis—Gilbert G. Grootveld, Jr, 
Metropolitan, Elkhart, told how he 
doubled his production by analyzing and 
becoming enthusiastic over his work. 


New Cal. “Ad” Complaint 


Commissioner Maloney of California 
has filed charges of misrepresentation in 
advertising against Hirschon & Joseph, 
San Francisco agents. They formerly 
represented World of Omaha and now 
are state agents of United of Chicago, 
both of which have been cited on similar 
charges. 











Form University Advisory Group 

An insurance advisory committee to 
the college of business administration of 
the University of Washington is in 
process of formation with all segments 
of insurance represented. Charles Ed- 
wards, New York Life, is temporary 
chairman. 

It is planned to have the committee 
serve as a clearing house to assist the 
university in the expansion of its insur- 
ance educational work, both in the regu- 
lar curriculum as well as in connection 
with extension courses and outside ac- 
tivities. One of its functions will be to 
establish a speakers bureau to supply 
competent speakers to address students 
and outside groups. 





Ira J. McGuire, vice-president of Se- 
curity Life & Accident, has been ap- 
pointed to the board. He has been with 
the company since 1932. 





LIFE INSURANCE 
RENEWAL | 
COMMISSION LOANS 
At Low Bank Interest Rate 


For full details write us stating num- 
ber of years renewals are veste 
and date of contract. 

John H. Weber, President 


Renewal Guaranty Corporation 
617 U. S. National Bank Building 
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LIFE SALES MEETINGS 





New England Mutual 
Completes Regionals 


A nationwide cross-section of opinion 
on the present-day insurance market and 
the best approaches to it resulted from 
the recently completed series of regional 
conferences held by New England Mu- 
tual Life at resorts in seven sections otf 
the country. Experts in selling group 
jnsurance, pension plans and business 
jnsurance reported at each of the meet- 
ings, attended by 550 leading field men. 

There were reports from members of 
the company’s new group department. 
They stated that, although the company 
is not yet ready to accept any quantity 
of new group business, a few simple 
ilot cases are now being written to 
facilitate the setting up of efficient pro- 
cedures. The department is now in the 
process of screening applicants for posi- 
tions as group home office representa- 
tives, and of locating and staffing group 
field offices. 

Home Office Men Speak 

Along with reports from general 
agents in each of the conference areas 
on business conditions in the area and 
pension trust and group insurance sell- 
ing, talks by President O. Kelley Ander- 
son, Vice-president George L. Hunt, and 
Homer C. Chaney, 2nd vice-president, 
formed major parts of the program. The 
agenda at each of the conferences also 
included “room-hopping” during the eve- 


[T'S HARVEST TIME! 


Will you harvest your share of 
premium income? Offer your 
prospects the timely benefits 
of good investment insurance! 
We have the plan and the 
sales program that will teach 
you to sell top com- 
mission investment in- 
surance. 


WRITE .. . 


Kenneth W. Cring, Vice Presi- 
dent and Superintendent of 
Agencies, about the 
sales opportunities and 
general agency open- 
ings with... 














PACIFIC NATIONAL 
LIFE ASSURANCE CO. 


SALT LAKE CITY, UTAH 
Ray H. Peterson, President 























ee 


“Never stayed there myself, but every 
traveler coming from Baltimore has 
something nice to say about The Lord 
Baltimore Hotel.” 





ning, consisting of a series of informally 
conducted discussions going on at the 
same time in different rooms, with par- 
ticipants joining the various groups ac- 
cording to their interests. 


Fla. Rally Ends Jefferson 
Standard Record Campaign 


Jefferson Standard Life is holding its 
leaders meeting at Miami Beach, Fla., 
this week, climaxing a 10-month cam- 
paign that resulted in the largest sales 
volume ever for any similar period. In- 
cluding wives, attendance is about 400. 

The meeting opened with a welcome 
from Buford Pedigo, manager at Miami 
Beach, and from Commissioner Larson 
of Florida. Other speakers include How- 
ard Holderness, president; Karl Ljung, 
vice-president in charge of agency opera- 
tions; R. B. Taylor, agency manager, 
and James G. Conzelman, vice-president 
of D’Arcy Advertising Co., St. Louis, 
former coach of the Chicago Cardinals 
professional football team. 

Top producers in the campaign were 
E. H. Bachschmid, Washington, who 
becomes president of the leaders club, 
and J. T. Comer, Charlotte, vice-presi- 
dent. William E. Tuck, former Virginia 
governor and a company director, pre- 
sided at the installation ceremony. 

Joseph M. Bryan, 1st vice-president, 
and J. S. Causey, superintendent of 
agencies, are in charge of arrangements. 


300 at Indiana Parley 


Some 300 Indiana agents attended a 
gathering at Indianapolis of Indiana 
Farm Bureau companies. 

Speakers included C. G. Scheid, New 
York Life, Cleveland; Glenn W. Isgrig, 
manager of Reliance Life at Pittsburgh; 
Alden Palmer, Insurance R. & R., and 
Dr. V. Dewey Annakin, Indiana State 
Teachers College. 











Counselors Conclude Meet 


Counselors, top production club of 
Indianapolis Life, has concluded a five- 
day gathering for 57 agents at Daytona 
Beach, Fla. 

Nate Kaufman of Shelbyville, Ind., 
and Warren E. Brougher of Columbus, 
Ind., were principal speakers. 

Walter H. Huehl, president; Paul E. 
Fisher, vice-president and treasurer, and 
Doyle Zaring, manager of agencies, led 
the home office contingent on hand. 


End Texas Prudential Meets 


Cowboys of Texas Prudential, the 
designation of top company producers, 
concluded the annual three-day Round- 
Up at New Orleans. The gathering fol- 
lowed the company’s tridium agency 
convention at Galveston. H. Gale 
Rogers, vice-president, was the chair- 
man at New Orleans, and Myron Dean, 
senior consultant of L.I.A.M.A., was 
the featured speaker at Galveston. 











Convention Dates 





Nov. 17-21, L.1.A.M.A. 
Edgewater Beach hotel, 

Dec. 7-11, National Assn. of Insurance 
Commissioners, midyear, Hotel Commo- 
dore, New York City. 


Dec. 9-10, Life Insurance Assn. of 
America, annual, Waldorf-Astoria hotel, 
New York City. 

Dec. 11, Institute of Life Insurance, 
annual, Waldorf-Astoria hotel, New 
York City. 

Dec. 29-30, American Assn. of Uni- 
versity Teachers of Insurance, Morrison 
hotel, Chicago. 

March 26-27, Society of Actuaries. Hotel 
Commodore, New York City. 

April 13-16, National Assn. of Life 
Underwriters, mid-year, Chicago. 

April 20-22, L.I.A.M.A. combination 
companies spring conference. Plaza ho- 
tel, New York City. 

April 27-29, L.I.A.M.A. large companies 
conference. Homestead, Hot Springs, Va. 

May 4-6, H.&A. Underwriters Confer- 
ence. Drake hotel, Chicago. 


annual meeting, 
icago. 


May 10-12, Assn. of Life Insurance 
Counsel, Homestead, Hot Springs, Va. 

May 18-20, Canadian Life Insurance 
Officers Assn., annual, Seigniory Club, 
Montebello, P. Q. 

May 25-26, 
Assn., spring conference. 
House, Swampscott, Mass. 

June 4-5, Society of Actuaries. 
Netherland Plaza, Cincinnati. 

June 8-12, National Assn. of Insurance 
Commissioners annual, St. Francis hotel, 
San Francisco. 

June 29-July 2, Million Dollar Round 
Table, annual Greenbrier hotel, White 
Sulphur Springs, W. Va. 

Aug. 24-28, National Assn. of Life Un- 
derwriters, annual, Cleveland. 


Life Office Management 
New Ocean 


Hotel 


Sept. 21-23, Life Office Management 
Assn. annual, Netherland Plaza _ hotel, 
Cincinnati. 


Plan Pension Panel Session 


A panel discussion as to what con- 
stitutes actuarial soundness in a pension 
plan will be presented Dec. 29 at the 
annual meeting at Chicago of Amer- 
ican Statistical Assn. It will be put 
on jointly by the association’s business 
and economic statistics section, Amer- 
ican Economic Assn., Industrial Rela- 
tions Research Assn. and Assn. of Uni- 
versity Teachers of Insurance. 

Panel members are D. C. Bromson, ° 
Wyatt Co.; R. M. Peterson, Equitable 
Society; Edwin S. Cohen, Hatch, Root, 
Barrett, Cohen & Knapp, and Solomon 
Barkin, textile workers, CIO 





Sa 


General Agents... 


abilities. 


tailored to fit any situation. 


Alabama 


Texas 











Ready to map out 


Ot44, GA plans? 


If you're ready to take the step that means increased 
opportunity, better income, and permanent security, be sure 
you check the many advantages Protective Life offers its 


@ A flexible top-commission General Agent's contract which 
allows you to utilize all of your managerial and production 


@ Continuous supervision and advanced field training to all new 
agents you bring into the business. 


@ Effective visual presentation material on a variety of policy 
contracts which spurs new agents into immediate production. 


@ A prestige-building advertising and promotion program 


GET THE FACTS NOW! 


Write to C. B. Barksdale, Superintendent of Agencies 
General Agency Openings In 
North Carolina 


“a PROTECTIVE LIFE jiegum 

in force 

orate INSURANCE COMPAN) 7 
William J. Rushton. President 

Since 1907 BIRMINGHAM INONT ANY Million 





Georgia 
Louisiana 
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ACCIDENT AND HEALTH 





Speakers for Los Angeles 


Sales Congress Announced 


Speakers scheduled for the sales con- 
gress Nov. 19, sponsored by A. & H. 
Managers Club of Los Angeles and Los 
Angeles A. & H. Underwriters Assn., 
include William G. Coursey, managing 
director of the International association; 
others being Ray R. Ross, vice-president 
and director of agencies of Equitable 
Life & Casualty; John Langstein, Wash- 
ington National, San Francisco; C. C. 
Mullin, Los Angeles, expert in sales ex- 
ecutive training and public speaking, 
and H. B. Murphy, manager A. & H. 
department Automobile Club of South- 
ern California. 

Mr. Coursey will speak on “Successful 
Ideas in Selling;” Mr. Ross on “Buying 
Motives and Buying Decisions;” Mr. 
Langstein on “Importance of Enthusi- 
asm in Selling;’ Mr. Mullin on “Do 
You Have Selling Personality?” and ‘Mr. 
Murphy on “The Bernoulli’s Theorem.” 


Name Osler to A. & H. Post 


Robert W. Osler, vice-president of 
Rough Notes Co., Indianapolis, has been 
appointed secretary-treasurer of Indiana 
Assn. of A. & H. Underwriters to fill 
the unexpired term of Robert Berry, 





Hoosier Casualty, who was forced to 
resign because of increased travel duties. 


C. C. Bradley Heads New 
N. C. A. & H. Insurer 


CHARLOTTE, N. C.—Eastern Ins. 
Co., an A. & H. insurer, has been li- 
censed in North Carolina. The president 
is C. C. Bradley, who for 6% years has 
been vice-president of Reserve Life of 
Dallas. Mrs. Margaret Brand Smith is 
vice-president. She has been general 
counsel of Reserve Life for eight years. 
The secretary is Mrs. Keith Smith Green, 
a Charlotte lawyer. 

The company is starting with capital 
of $100,000 and a surplus of $50,000. It 
will begin operations immediately, con- 
fining its activity to North Carolina for 
the present. 





Get Sales Tips from Saint 


John Saint, A. & H. manager of 
American General Life of Houston, 
spoke at the Nov. 3 meeting of San 
Antonio Assn. of A. & H. Underwriters, 
commenting that A. & H. is no longer 
the step child of the insurance business. 
It has a lot of growing to do, but it 
has assumed a major importance, he 





WANT ADS 





make payment in advance. 


Rates—$13 per inch per insertion—I inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Monday in Chicago office—i75 W. Jackson Blvd. Individuals placing ads are requested to 
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Progressive Insurance Company writing 
eli modern up to date forms of Life, 
Annuity, Health, Accident and Sub- 
standard Insurance. Interested negotiat- 
ing for manager of any State, Territory 
er Nation that we are not operating in 
et present. Will give financial assistance 
fer developing territory. Write or wire 
A. M. Miller, President. 


Merth America Insurance Company 
1800 Block Southmore Boulevard 
Cable Address: NAMCO 
Houston 4, Texas 


GROUP MAN 


For administrative work in Group 
Department of well-established 
Southern company. Position requires 
experience in administration of 
Group sales, service, and claims. 
Excellent opportunity for advance- 
ment. Reply to P-4, The National 
Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 














SPECIAL ANNOUNCEMENT TO 
’ BROKERS 


Our Company has just made available to 
Officers of the Armed Forces a Special low 
cost plan with world wide coverage — most 
Officers are eligible for $10,000—no war clause, 
no medical, ; limited ts considered on 
aviators. Address N-70, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 











WANTED BROKERS 


To write our Special Policy on Military Officers. 
Minimum $5,000—Maximum $10,000. No war 
clause—world wide aviation coverage—no extra 
premium for pilots. Address N-7!, The National 
Underwriter, 175 W. Jackson Bivd., Chicago 4, 
Mlinois. 








POSITION WANTED 








A Progressive One Hundred Year Old 
Mutual Life Insurance Company located 
in New England is about to expand its 
Pension Trust operations in the. Home 
Office and is seeking a man with practical 
experience in the Pension Trust field to 
direct this project. An unexcelled oppor- 
tunity for the right man. Communicate 
with Box P-8, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill., 
stating qualifications, experience, back- 
ground, and salary expected. 











e graduate. 
| of Purdue University. Address P-!; The National 





Underwriter, 175 W. Jackson Blvd., Chicago 
4, IIlinols. 











COMPANY 
- CAPITAL FINANCING 
CONFIDENTIAL 


Address N-85, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 











ACTUARY — AVAILABLE 








said, calling attention to the better mer- 
chandising aids companies are develop- 
ing and supplying for their field men. 
He mentioned the rise in hospital costs 
and urged the agents to be realistic and 
work for the education of the public 
concerning needs and the values of A. 
& H. insurance in providing for the pay- 
ment of hospitalization charges. 
President A. D. Anderson, Occidental 
Life, outlined plans for the sales con- 
gress to be conducted at San Antonio 


POLICIES 


Manhattan Life Increases 
Limits on Single Premiums 


Manhattan Life has raised its limits 
on single premium business as 
follows: Single premium annuities on 
any one life, $100,000; single premium 
joint and survivorship annuities for two 
lives, $200,000; single premium life and 
endowment for 10 years or more, 
amount premium, $100,000; combination 
single premium life and annuity, plan 
110, amount of premium, $110,000; paid 
in advance to discount future premiums, 
$100,000. 











The limits apply in aggregate, as Well 
as to individual policies or contracts, and 
they include any then prepaid premiyp, 
and any single premium annuities, 9, 
policies already in force. 


Adds to Policy Portfolio 


National Masonic Provident of Qhig 
is issuing a new life paid-up at age 6) 
with double the sum insured, plus total 
premiums paid, as a death benefit prio, 
to age 60. 

After age 60 the insured may ¢op. 
tinue to pay premiums, varying from 
the initial premiums, to mature the 
contract for the fact amount at age 65, 








Policy Loan Interest Lowered 


The interest rate in the loan prov. 
sion of all Ohio State Life policy cop. 
tracts issued after Oct. 31 has beep 
reduced to 5% payable annually in aq. 
vance. 

Loans made on policies issued before 
that date will bear the interest rate 
as stated in the loan provision in the 
contract. 





The Savings Banks Life Insurance 
Fund of Connecticut 1953 dividend 
scale for ordinary policies is being 
increased 50 cents per $1,000. 





EVERYONE'S 


TALKING! 


OUR GENERAL AGE NTS— 
ABOUT CROWN LIFE’S 
—Lower rates 
—New Policy Plans 
—Greater Opportunities 


ee, 





BROKERS AND SURPLUS WRITERS— ABOUT CROWN LIFE’S 
—Ability to provide the extra services they need. 


POLICY OWNERS—ABOUT CROWN LIFE’S 


—Low cost protection 
—Understandable policies 


—Our outstanding record of achievement 


For comparisons at a glance — ask for Crown Life’s dial-a-rate card — 
rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN LIFE 


INSURANCE COMPANY 
HOME OFFICE, TORONTO, CANADA 


Over Eight Hundred Million in force in our 51st year 


. Licensed in: Alabama, Alaska, Arizona, California, Colo- 
rado, District of Columbia, Florida, Hawaii, Idaho, Indiana, 
Louisiana, Michigan, Minnesota, Mississippi, Missouri, New 
Jersey, New Mexico, North Dakota, Ohio, Oregon, Puerto 
Rico, Texas, Virgin Islands, Washington. 


And now in Kansas, our twenty-second state. 
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LIFE AGENCY CHANGES 





Paul S. Ranck to 
Retire at Year End 


Paul S. Ranck, chairman and treas- 
yrer of the Charles B. Knight general 
agency Of Union 
Central Life in 

eater New York, 
at the end of the 
year is ending an 
insurance Career 

that began in 1908. 

Mr. Ranck start- 
ed with Prudential 
as an agent at Phil- 
adelphia_ under 
Charles B. Knight. 
He went along with 
Mr. Knight when 
he was appointed 
general agent of 
Union Central at 
New York in 1914, becoming an assist- 
ant manager there, then secretary-treas- 
urer in 1930 and vice-president and 
treasurer in 1934 when Mr. Knight died. 

Mr. Ranck became president and treas- 
urer in 1948 and chairman last January. 
He has been active in insurance organi- 
zation affairs and during his service as 
chairman of the finance committee of 
Life Underwriters Assn. of the City of 
New York the association moved from a 
shaky to a solid financial position. 

The Knight agency, which has more 
than $300 million insurance in force and 
last year paid for $23 million, is devoting 
production for November and December 
to Mr. Ranck’s honor. Nearly $1 mil- 
lion of the $6 million goal already has 
been written, according to Charles N. 
Barton, agency president. 





Paul S. Ranck 





Appoint Hawkins at Denver: 
Barber at San Bernardino 


Beneficial Life has appointed William 
B. Hawkins general agent at Denver, 
and Richard A. Miner general agent at 
San Bernardino, Cal. 

Mr. Hawkins succeeds Clem P. Hil- 
ton, who has returned to personal pro- 
duction. Mr. Hawkins joined the com- 
pany last year at Glendale, Cal. Mr. 
Miner was formerly field supervisor. 


A. J. Woodward, G. R. Larson 
Raised by Phoenix Mutual 


Phoenix Mutual has named Albert J. 
Woodward manager of the New York 
downtown agency succeeding the late 
H. M. Parker, and has advanced Glenn 








A. J. Woodward G. R. Larson 


R. Larson from manager at Hollywood 
to manager at Los Angeles. Walter M. 
Porosky, at present a supervisor at Los 
Angeles, will be temporarily in charge 
at Hollywood. 

Mr. Woodward joined Phoenix Mu- 
tual at Boston in 1941. Following navy 
Service he rejoined the company as 
Supervisor, and in 1947 went to the 
home office as supervisor of agencies. 
In 1949 he was named supervisor in 
charge of Chicago central, was advanced 
to manager at the Providence agency in 
1950, and was transferred to Los An- 
geles last January, * 

r. Larson joined Phoenix Mutual in 
1945 at St. Paul. In 1947 he was named 
a supervisor and following graduation 





from the home office supervisors school 
served at Kansas City, Chicago, Buffalo, 
Pittsburgh, Los Angeles and Hollywood. 
He was appointed manager at Holly- 
wood last year. 





Home Life Names 


Montgomery to Head New 
Life Group Office 


Home Life has appointed Hugh 
C. Montgomery re- 
gional group su- 


pervisor for the 
new midtown of- 
fice in the Archi- 
tects building, New 
York City. He was 
formerly manager 
of group sales at 
the home office. 

James P. Hart, 
district group man- 
ager since 1950, 
and Joseph F. 
Dara, group repre- 
sentative since join- 
ing the company 
last year, will be associated with Mr. 
Montgomery. 





H. C. Montgomery 





National Life of Vermont 


Names Ketcham at Peoria 


National Life of Vermont has named 
J. Robert Ketcham 
general agent of 
the new agency at 
807 Jefferson build- 
ing, Peoria, IIl. 

Mr. Ketcham en- 
tered the business 
there in 1944. He 
was with Mutual 
Benefit Life for 
three years, and 
with New England 
Mutual for five 
years. He is a navy 
veteran. 





J. R. Ketcham 


New Mutual Life Managers 
at Indianapolis, Wichita 


Mutual Life has advanced Robert C. 
Thompson of the home office training 
staff to manager at 
Indianapolis suc- 
ceeding Jacob J. 
Dalke, who trans- 
fers to Wichita to 
replace Percy G. 
Gibson. Mr. Gib- 
son has retired 
after 28 years with 
the company. 

Mr. Thompson 
joined the company 
at Chicago in 1946. 
He was appointed 
assistant manager 
there in 1948, and 
joined the training 
staff in 1950. 

Mr. Dalke went with the company at 
Great Bend, Kan., in 1945, and the fol- 








R. C. Thompson 





J. J. Dalke 


Percy G. Gibson 


lowing year, became assistant manager 
at ichita. He was appointed to the 
home offiée training staff in 1948, and 
became manager at Indianapolis in 1949. 

Mr. Gibson joined thé ‘company at 


Milwaukee in 1924. He has been man- 
ager at Wichita since 1937. 





Du Bose Retires from Agency 
Development, Management 


Frank W. Du Bose, general agent of 
Old Line Life in the Milwaukee area 
for 20 years, is retiring from agency 
development and management duties but 
will continue with the company as a 
personal producer. His agents now be- 
come members of H. R. Buckman & 
Associates general agency at the home 
Office. 

A veteran of 30 years in life insur- 


ance, Mr. Du Bose has been recognized 
for high ranking agency production 
since becoming head of the company’s 
Milwaukee agency in 1932. Seventeen 
times his agency was among the top 
three, nine of them in first place. 

He has been an officer or director of 
his state’s various insurance organiza- 
tions as well as a charter member of the 
recently organized general agents and 
life managers conference of the N.A.L.U. 





White to Camps Agency 
L. G. White has been named assistant 
of the M. L. Camps agency of John 











As farbackas1340, Italian account- 
ants used the double entry system. 

Today’s accountants use double 
entry,too.And tomeet the complex 
requirements of modern business, 
they must show skill, accuracy 
and resourcefulness far beyond 
what medieval accountants 
needed. 

Our hat is off to accountants. 
In these days when thinking, 
dealing and estimating in billions 
have become commonplace, they 
make theirway unerringly through 
mazes of figures. Thus they keep 
the records straight. Their vigilant 
detection of the slightest errors 
annually save uncounted millions 
of dollars for clients. 


THIS MAN IS GOOD AT FIGURES, TOO 
The Mutual Benefit Life repre- 


tee 


: W! yp 


accuracy provable 


MOMMA 


WMH 
RNR AAAAAN 








sentative also uses “double entry” 
to keep clients straight on their 
financial future. With the Anala- 
graph, for instance, he can list 
each: client’s present assets and 
check them accurately in terms of : 
future money needs. And froma (3) 
wide variety of plans, he is able 9) 
to select the one plan that best [3% 
meets individual requirements, no . 

matter how unique. 
























PRACTICAL PLAN FOR ACCOUNTANTS 


Many accountants have turned to 
the Mutual Benefit Life expert for 
the same accurate “figuring” of 
their future security that they 
apply in keeping their own 
clients’ financial records straight. ‘ 
He likes to work with such groups 

and he is equipped to serve 

them well. 


MUIUAL BENEFIT LIFE 


ENSURANCE COMPANY © ORGANIZED IN 18458 
see eROanwar, MOWAEE HRM ARASET 
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Hancock Mutual Life at New York City. 
Mr. White has been in the business 
for 25 years, starting at the New Eng- 





agency, which later became the DawsonIvan D. Pierce 


agency and then the Huppeler agency. 


land Mutual Life home office. He went Name Pierce Group Supervisor 


to New York in 1931 with the Beers 


Pacific Mutual 


Life 


has appointed 
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$539,000,000 of insurance in force 

. Assets of $130,000,000 — Surplus, $8,500,000 

. Benefits paid to 
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MERCHANDISE 
C. A LIBERAL COMPENSATION PLAN . 

1. Free Hospitalization 
2. Group Insurance up to $6,000 


CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 
Executive Vice-President 


KENNETH D. HAMER 
Vice-President & Agency Director 


Here’s The Reason 


We HAVE: A. A WELL-TRAINED SALES ORGANIZATION 
B. ARMED WITH EXCELLENT SALES TOOLS and HIGHLY COMPETITIVE SALES 


ea PAN-AMERICAN LIFE INSURANCE CO. 
Four Decades of Progress 
1912 TO 1952 
$539,000,000 
$40,000,000 or 
$20,000,000 — 
$100,000,000 aoa 
$50,000,000 TA a ae 
$25,000,000 a4 ee 
$10,000,000 = — pn 
1912, : 1923 1932 1942 To Date 


BENEFITS TO POLICYOWNERS 


1. An all time high in new sales, $116,000,000 in 1951 {includes reinstatements and 


Policyowners and Beneficiaries — $123,570,000 


. The completion and occupancy of our new $3,000,000 home office building 


. . INCLUDES 








LIFE INSURANCE CO. 


3. A Non-Contributory Pension Plan 
4. Disability Benefits 


The progress of Pan-American Life Insurance Company is measured by the ability and 
success of its agency organization. 


For Information Address 
CHARLES J. MESMAN 


Superintendent of Agencies 


PAN-AMERICAN 


NEW ORLEANS, U.S.A. 
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ACCIDENT & HEALTH 
REINSURANCE EXCLUSIVELY 


J. HOWARD ODEN, President 
161 EAST 42nd STREET 








































































































group supervisor for 
the north-central region at Cleveland. 
He was formerly group manager there. 
Mr. Pierce joined the company at Cleve- 
land in 1949. He entered the business 
with Travelers. 


Pacific Mutual Confirms 
Twibell as General Agent 


Pacific Mutual Life 
Nolan Twibell as 
general agent at 
Denver. He had 
been interim gen- 
eral agent there 
since the death of 
Carter H. Bryant. 

Mr. Twibell was 
formerly agency 
training supervisor. 
He joined the com- 
pany at Kansas 
City in 1947, and 
was a very success- 
ful producer. 





has 


confirmed 





Nolan Twibell 





Prudential Appoints Wiley 


Prudential has appointed Vernon D. 
Wiley regional supervisor at Boston. 
Mr. Wiley joined the company at Port- 
land, Me., in 1942, and became staff 
manager there in 1949. He transferred 
to the home office as a training con- 
sultant last year. 





O’Haver Memphis Manager 


@ 

George O’Haver | 
has been appointed 
regional manager at |; 
Memphis, Tenn., for . 
Franklin Life. I 

Mr. O’Haver en- | 
tered insurance in 
1941 as agent for . 
Metropolitan, subse- . 
quently being pro- | 
moted assistant | 
manager. 
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Tennant New Group Chief 


Pacific Mutual Life has appointed 
Thomas E, Tennant group manager at 
Cleveland. Mr. Tennant was group rep- 
resentative at Los Angeles and Chicago 
before becoming group field coordinator 
in 1950. He has been with the company 
since 1948. 





Paulus Green Bay Manager 


John R. Paulus, with New York Life 
at Madison, Wis., for three years, has 
been appointed manager at Green Bay, 
Wis. He was previously at Milwaukee. 
Walter G. Meyer, Eau Claire, Wis., has 
become assistant to Carl E. Reiss, Mad- 
ison, manager. 


Raleigh L. Shaklee has been named 
group service representative for Occi- 
dental Life of California at San Fran- 
ciso. Formerly a supervisor with Con- 
tinental Casualty, Mr. Shaklee has been 
in insurance since 1946. He is a navy 
veteran. 





C. R. McClaning has been appointed 
superintendent at Richmond for the Life 
& Casualty. 








Department Move Delayed 


LANSING—The Michigan depart- 
ment, functioning in a series of quon- 
set hut structures on the Michigan State 
College campus since partial destruction 
of the state office building by fire in 
February, 1951, had been scheduled to 
move back into quarters in the renovated 
structure the’ past week-end but the 
move had to be postponed, as lack of 
hardware for the only entrance having 
access to elevators made it impossible to 
move in desks, files and other. office 
paraphernalia. 





AGENCY NEWS 


Levine's Course for Brokers 


The Henry Levine agency of 
Mutual Life at New York City has re. 
instituted its monthly instruction courses 
to qualify brokers to pass the New York 
State life agent’s examinations. Classeg 
conducted by Walter C. Epstein anj 
Nelson Broms, will begin the second 
Monday of every month. 

In view of the difficulties that many 
brokers are having in placing automo. 
bile insurance, the agency feels that life 
insurance offers the new broker an op- 
portunity to render a needed type of 
insurance service and make a commis. 
sion doing it. 


Security 





Nashem Passes ‘51 Total 


The Lee Nashem agency of Muttaj 
Benefit Life in New York City had More 
paid business in the first 10 months of 
1952 than in the entire year 1951, The 
1952 year to date figure is $5,053,420, 

Leading producer for the first 49 
months is Cy Block. Runner-up ‘js 
Emanuel Winston. 





The Bare-Dunn agency of New Eng- 
land Mutual Life at Los Angeles had 
its largest month in its 77 years of oper- 
ation during October, when it paid-for 
$1,596,000 of new life insurance. Ray 
Paull was high producer, paying for 
$391,000 of new business. 





The Yates-Woods agency of Massa- 
chusetts Mutual Life at Los Angeles 
held open house in its new, especially 
erected building at 2601 Wilshire boule- 
vard. Gordon B. Nelson has been named 
brokerage manager. 


Kalmbach on Texas Trip, 
Optimistic as to Future 


An evaluation of the country’s eco- 
nomic outlook was given by Leland J. 
Kalmbach, president of Massachusetts 
Mutual Life, who this week is taking 
an on-the-spot look at life insurance 
sales and investment opportunities in 
Texas, visiting agencies at Dallas, San 
Antonio and Houston. Enroute, he 
stopped at the L. R. Woods agency at 
St. Louis. Luncheons and dinners in his 
honor are giving Mr. Kalmbach oppor- 
tunity to meet prominent business men 
in the cities he is visiting. 

Although he expects a readjustment 
period in from one to three years, Mr. 
Kalmbach is optimistic about the months 
immediately ahead and for the long 
term period. He pointed to the rapidly 
growing population, continued high 
level defense spending, and vast expend- 
itures for the development of atomic 
pover and related industries as auguring 
well. 

“Although the long-term period looks 
very favorable to us, much will, of 
course, depend upon governmental poli- 
cies,” Mr. Kalmbach said. “I think we 
can expect the new administration under 
the leadership of General Eisenhower to 
enforce economy in government and to 
adopt sound fiscal policies.” 


Miss Luidens Panel Speaker 


Joy M. Luidens, executive secretary 
Life Underwriter Assn. of Chicago, 
spoke before the American Assn. of 
University Women at Evanston, IIl. She 
was the life insurance member of a 
three-way banking, legal and life insur- 
ance panel on “A Woman and Her 
Money.” 


WDTYV, the Du Mont television net- 
work’s outlet in Pittsburgh, will con- 
struct new studios and business offices 
in the three lower floors of one_ unit 
of Gateway Center, the huge business 
housing project being constructed there 
by Equitable Society. 


Life of Georgia will build a district 
office on East Paces Ferry. road, north 
Atlanta. 
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GALES IDEAS 


OF THE WEEK 





Don’t Be Too Smart, 
Ohsner Tells Agents 


¢. §. Ohsner, broker and business in- 
surance specialist, Columbus, and author 
a several books on business insurance, 
told those attending the Peoria, Iil., sales 
congress: “As a_ salesman, let’s don’t 
et too smart.” Cluttering up the pros- 
pect’s mind with many page proposals 
will see the sale go out the window, he 
asserted. He suggested keeping the pro- 
yosal to One page in size. 

“You represent the greatest institu- 
tion in the world,” he said, “and have 
no apologies to make to anyone. Know- 
ing this gives you power of conviction, 
and to the degree you feel it, you pass 
it to the man you are talking to and 
make the sale.” He pointed out that 
with 80 million policyholders there is 
no need to be apologetic about the life 
insurance business and stated that he 
“doesn’t care if he’s ever recognized as a 
‘professional man.’” 

What the business needs to get done, 
he said, is to see that all institutional 
advertising money be combined to make 
people even more aware of the institu- 
tion of life insurance. He also stated 
that laws are needed desperately to 
“guarantee the prospect the right to die 
under the conditions which he bought 
the policy,” and to create insurance for 
tax purposes not to be included in the 
gross estate. “We do not need a gov- 
ernment to ruin us financially when we 
die,’ he asserted. 

Mr.Ohsner also stressed the need for 
uniform settlement options. He said 
such a program would be simple and 
would certainly help the agent in at- 
tempting to program a prospect’s insur- 
ance. 

After mentioning that the business 
has been vitally interested in creating 
tax free pensions for “everyone except 
ourselves,” he stressed the fact that busi- 
ness insurance is “just plain old life 
insurance.’ He pointed out that the 
ability to sell will develop as fast as the 
agent can take contacts and knowledge 
and put them together. “Then you have 
a prospect.” He did not attempt to 
evaluate which was the most important— 
knowledge or contacts, but gave both 
as being completely vital. 

He advised his listeners to look for 
money and stop being mechanics. “Be a 
salesman. Stop wasting time on organ- 
ization—just go out and sell. You'll be 


INSURANCE 
COMPANIES 


Bought and Sold 


Write, wire or phone us regard- 
ing either the purchase or sale 
for CASH of 100% or control- 
ling interest in life companies 
or other insurance lines. 


All negotiations personal 
and confidential. 


YY 
BRINSOR 
—< fF weociatles 
BRokers of iNSurance ORganizations 


Walker 


M.M 


1102 Waldheim Building 
Kansas City 6£, Missouri 


4464 





so busy you won’t have time to organize. 
Stop trying to find prospects; start cre- 
ating them. You will sell more.” 

Mr. Ohsner suggested, especially for 
business insurance, that using the tele- 
phone to make the initial approach is 
very effective and certainly a great time 
saver. He then gave as one of his 
strongest guides in any business insur- 
ance interview the really important fac- 
tor of “control and values before and 
after death.” This is a question that 
must be answered by any prospect re- 
gardless of position and condition of his 
business, he said. Since these matters 
have to be arranged above everything 
else, he emphasized, proper knowledge 
and use of this point will answer any 
objection and result in a successful inter- 
view. 


Must Warn of Cost 
of Social Security 


(CONTINUED FROM PAGE 2) 








greater the amount we are going to pay 
for it. And the greater our contribution 
the smaller will be the amount that we 
will have left to spend for our other 
needs and wants. 

“Social security does have to be paid 
for, and the only way I know it can be 
paid for is either in the form of con- 
tributory payments or taxes.” 

A problem for all members of the free 
communities today is the high level of 
taxation, Mr. Holmes pointed out. 
Within this area, any actuary must feel 
a special responsibility with respect to 
that substantial portion of taxation or 
compulsory contribution levied to finance 
social security in its varied forms. This 
sense of responsibility arises from his 
specialized knowledge of the relation be- 
tween benefits and costs. 


Peril from High Taxes 


“Most of our fellow citizens under- 
stand that the power to tax is the power 
to destroy, and that this destroying 
power is more dangerous when taxation 
exceeds 25% of national income than 
when it is 5% of national income,” he 
said. “Even when taxation is to be re- 
turned to private members of the com- 
munity, in the form of social security 
payments, it introduces compulsion 
where freedom of choice reigned before. 

“Few wish to deny the rightful role 
of compulsory social security. Our com- 
munities are to be congratulated that 
they are operating far enough above the 
subsistence level to afford a_ limited 
amount of it. Few, I believe, object to 
the proposition that the form and amount 
of social security to be adopted should 
depend on what the citizens as a whole 
decide that they wish and can afford. 
But they should reach this decision with 
a thorough appreciation of its total cost, 
and a realization that this total cost will 
inescapably (no matter how circuitous 
the route) reach their own doorsteps. 

It may reach them as a direct contribu- 
tion, an increased tax, or a dollar which 
will buy less.” 


Inflation Dangers 


Discussing inflation, Mr. Holmes said 
that at least three different degrees of 
inflation can be distinguished: 

1. Inflation at less than the rate of 
interest, which would be true on the 
whole from the time of King Henry 
VIII to 1945. Under these conditions, a 
savings fund would increase in value 
with time, when value is expressed in 
goods and services. 

2. Inflation at more than the rate of 
interest, which has been true on the 
average from 1945 to 1951. Under these 
conditions, a savings fund would de- 
crease in value with time, when value is 
expressed in goods and services. 

3. Inflation at such a rate that the 
ordinary markets for merchandise are 
destroyed, as has happened in some 
countries. Under these conditions a 
savings fund would lose its entire value, 
when value is expressed in goods and 
services. 


“Of course; “the interests..of.-that..ill- 
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“Remember those two J. Smiths on my prospect list—the newly-weds 
and the ones having a baby?—I got them mixed up!” 


Bankerslifemen Know Better 
Than to Mix Prospects 


The situation we show here could never happen to a Bankers- 


lifeman . .. he never mixes prospects from his records. 


Effective qualification and record-keeping are part of the 
training and day-to-day practice of Bankerslifemen. They have 
not only been taught the value of good records, but they have 
been provided workable record-keeping materials and been 


trained to the habit of using them. 


Good personal selling organization helps make the typical 
Bankerslifeman the kind of life underwriter you like to know 


as a friend, fellow worker, or competitor, 


COMPANY 
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Assets over $47,000,000 e insurance in Force over $215,000,000 





HOW'S YOUR GET-UP AND GO? 


Do you need someone else's supervision and motivation to spark 
your progress? Or can you come to grips with a man-size job and 
give it all you've got—without coaching or urging? There are excel- 
lent opportunities with Western Life for the fieldman with initiative— 
the kind who can get-up and go! 


With strong selling tools to work with (including multiple and 
variable riders) and above-average commissions, Western Life has 
enjoyed a progressively successful record, year after year. And West- 


ern fieldmen have shared this success—in promotion and in earnings. 
Most of the people who have come with Western, have stayed with 
Western. They have what it takes—and Western gives them the 


opportunity to make it count most. If you can run your own show, 


drop us a line today! 
R. B. RICHARDSON, Pres. 
LEE CANNON, Agency V. P. 


Write or wire: Western Life, Western Life Bidg., Helena, Montena 
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organized majority of the community 
that we serve are definitely on the side 
of a stable dollar,” said Mr. Holmes. 
“We cannot ignore the problems which 
inflation poses for them or for us as their 
servants and advisers. It was Frank 
Lloyd Wright who once scornfully re- 
marked, “There is nothing so timid as 
a million dollars.” No million dollars 
has a greater right to be timid than one 
in a trust or insurance fund protecting 
old age, widows and orphans—made up, 
in other words, of widows’ mites. Our 
free legislatures have expressly told it to 
be careful. Inflation is among its worst 
enemies.” 


Plan C.L.U.-C.P.A. Meeting 


Chicago C.L.U. chapter will hold a 
joint meeting Nov. 18 with Illinois So- 
ciety of C.P.A.’s. Discussion topics will 
be problems posed by the internal reve- 
nue business purchase agreement and 
deferred compensation. 





Actuaries Tackle Many Major Problems - 


(CONTINUED 


FROM PAGE 1) 





premium, 64 are in the 130-180% rating 
range, 12 are between 180 and 300% and 
two are between 300 and 500. The re- 
maining 26 are rejected. 
Douglas Craig, Metropolitan Life, 
said that about 75% of the companies 
writing substandard insurance will now 
accept risks with mortality up to five 
times standard. Metropolitan will now 
accept risks with certain medical im- 
pairments, such as diabetes, pernicious 
anemia, and recent surgical history, who 
rormerly were rejected. Other applicants 
are accepted standard who _ formerly 
were rated substandard. The list of oc- 
cupations has been broadened so that 
practically any legitimate occupation is 


now insurable. 
New York Life, 


Howard Sweetser, 
also reported liberalized underwriting 





GENERAL 
OPENING 


of new agents. 





in Nebraska 


A well-established general agency (nearly $25,000,000 
business in force) of an old and highly reputable billion 
dollar company now is open in Nebraska. Agency offices are 
in Omaha, and territory covers most of the state. 


A real opportunity for a capable field underwriter who 
has both aptitude and desire to enter management end of 
the life insurance business, or for a successful agency head 
who desires a broader field of operations. 


Attractive training and financial arrangements for the man 
selected. Every modern sales and training aid, together with 
salary plans, will be provided for the recruiting and training 


Inquiries will be treated as strictly confidential. In reply 
please give complete qualifications. 


Write: Box N-92, The National Underwriter 
175 W. Jackson Blvd., Chicago 4, Ill. 
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SOth Anniversary Year 


1902 





1952 


Pertinent Statisties 


Insurance In Force 


ee ee eee 


.......Over $607,000,000 


Assets ........................... Over $144,000,000 
Benefits Paid Since Organization. .Over $ 63,000,000 


Certificate holders ...............Over 


423,000 


presented at previous meetings, and the 
informal discussion. 

In the discussion of substandard bus- 
iness, Arthur Windecker, Prudential, re- 
ported that his company had increased 
its limits of acceptance for substandard 
to 500% of standard mortality. At pres- 
ent, of 1,000 applications, 888 are written 
as standard, 8 as standard with an extra 





M. E. Davis 


H. F. Rood 


practices in his company with respect 
to certain medical impairments. He said 
its underwriting of substandard risks 
had been facilitated in recent years by 
a reinsurance agreement on a coinsur- 
ance basis. On business rated between 


350% and 500% for medical impair- 
ments, New York Life experienced a 


not-taken rate of about 90%. Because 
of this high not-taken rate, the business 
is unsatisfactory from an expense stand- 
point, while there is also the possibility 
of a high degree of anti-selection on the 
part of those accepting the insurance at 
these high extra premiums, since the 
insured may have sensed an insurance 
bargain at any price. é 

Andrew Webster, Mutual Life, said 
that his company recently revised its 
underwriting practices after an over-all 
investigation, by broadening classes and 
lowering extra premiums. He stated that 
although the mortality from some im- 
pairments has improved substantially, 
there is little evidence that the relative 
mortality of substandard risks has im- 
proved. A comparison of occupational 
extra premiums with those of 20 years 
ago shows substandard reductions re- 
flecting improved industrial safety, im- 
proved industrial medicine, and better 
living standards among those in rated 
occupations. 

. R. Beveridge, Manufacturers Life, 
commenting on the extension of the 
upper age limits beyond 65 or 70, said 
there were often tax considerations that 
prompted applicants at these ages to 
seek substantial amounts of insurance, 
and that issuance at higher ages was 
warranted in such cases. His company 
also has liberalized its underwriting 
practices on many medical impairments, 
but has not revised its ratings for blood 
pressure. 

As for tuberculosis, Mr. Beveridge 
said for the past few years Manufactur- 
ers has divided those with T.B. into 
minimal, moderately advanced and far 
advanced classes and rated them accord- 
ingly. Classification is based on inter- 
pretation of x-ray plates. The far ad- 
vanced cases are dealt with more se- 
verely than previously and the minimal 
cases more leniently. It is also felt that 
cases at the older ages are more highly 
substandard than was formerly believed. 

He said there has been quite a liber- 
alization in many companies in the 
treatment of the milder duodenal ulcers 
and this is one of the most common im- 
pairments now encountered. 

“It seems to me,” he said, “that the 


duced occupational extra premiums in 
1951. His company cut these extras by 
one-third on existing as well as ney 
business, and reduced the minimum ex 
tra from $3 to $2. 

New York Life’s experience on Us 
military pilots was presented by Charle, 
Sternhell. A detailed analysis indicated 
that previous flying experience is much 
more important than age in determinjp 
the extra hazard, although earlier Studies 
had given the impression that age wa; 
more important. As a result of the ney 
analysis, a new rating schedule wx 
adopted. Military pilots with less thay 
100 hours of experience are written only 
with an aviation exclusion clause. Those 
with 300 to 800 hours experience ar 
charged a monthly extra of $2 per $1,009) 
the first year and $1 thereafter. Tho 
with 800 to 1,200 hours are charged gy 
monthly per $1,000. The latter rate js 
also applicable to pilots with more than 
1,200 hours who are less than age 30, 
while those 30 and over were charged 
50 cents a month per $1,000. 

A. J. Moore, Sun Life of Canada, saiq 
his company’s list of occupational extra 
premiums for group life insurance con. 
tained one-fifth fewer items than 45 
years ago and the average premium has 
been reduced from $2.30 to $1.67. An 
additional occupational extra premiym 
is required if the disability benefit is of 
the maturity type rather than the waiver 
of premium form. 

Additional papers and _ discussions 
will be reported in next week’s issue, 
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ity Life scores high in: 


V Training Program 

V Field Supervisory Assistance 
V Sales Aids 

V Home Office Cooperation 
V Claim Service 

V Incentive Plans 


FIDELITY LIFE 
ASSOCIATION 
Home Office = Fulton, Illinois 




















AID ASSOCIATION FOR LUTHERANS 


Legal Reserve Fraternal Life Insurance 





HOME OFFICE: APPLETON, WISCONSIN 


increasing incidence of this disease sug- 
gests that it is being much more fre- 
quently diagnosed and recognized and 
that many of the cases now called du- 
odenal ulcer were formerly passed over 
as indigestion without a proper diag- 
nosis. In any event, a good many of 
the relatively simple cases are now re- 
ceiving only a very small extra, or 
standard insurance.” 

George Ryrie, North American Life, 
said that many Canadian companies re- 


THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 

a 
a. ; couse u. iar 


HOME OFFICE — SYRACUSE, N. Y. 
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Congress Committee 
Revamping Watched 


(CONTINUED FROM PAGE 1) 
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over banking, housing loans and insur- 
ance, housing programs, etc. These com- 
mittees are scheduled to be headed, re- 
spectively, by Senator Capehart, Indiana 
Republican, as successor to Maybank, 
South Carolina, and Rep. Wolcott, Mich- 
ian, succeeding Rep. Spence, Kentucky. 
\ subcommittee of this Senate commit- 
tee led by Senator Frear, Delaware, has 
made extensive study of war damage 
problems. If such legislation is revived 
next year, as expected, the banking com- 
mittees will have charge of it. These 
committees also have jurisdiction over 
RFC. 

Interstate Commerce Committee 


The Senate interstate commerce com- 
mittee last Congress considered legisla- 
tion to require registration of unlisted 
securities, including insurance stocks, 
with the securities and exchange com- 
mission. Senator Tobey, New Hamp- 
shire, is due to succeed Senator Johnson, 
Colorado, as chairman of this group. 

The House interstate and foreign com- 
merce committee chairmanship will be 
changed from Rep. Crosser, Ohio, to 
Rep. Wolverton, New Jersey. Crosser 
has sponsored important railroad retire- 
ment legislation, which his committee 
has developed. There are some who are 
still advocating repeal of the Crosser 
legislation which provided a measure of 
government disability protection in the 
railroad retirement scheme. 

On the Senate side, railroad retirement 
is handled by the committee on labor 
and public welfare. Senator Taft, Ohio, 
is scheduled to succeed Murray, Mon- 
tana, as it chairman. ite 

Last Congress set up a joint commit- 
tee on railroad retirement, which Senator 
Douglas, Illinois Democrat, has headed. 
If this committee is continued next Con- 
gress, a Republican will succeed him. 

Another joint committee—on the eco- 
nomic report of the President—will 
probably be headed in the next Congress 
by Senator Taft, who held that chair- 
manship in the last Republican Congress. 
He would succeed Senator O’Mahoney, 
Wyoming, who went down to defeat in 
the Eisenhower landslide. This joint 
committee has made extensive studies of 
banking, insurance, financing, inflation, 
social security and other matters. 


Prompted Economic Commission 


O’Mahoney spark-plugged congression- 
al hearings on insurance with relation to 
the anti-trust laws several years ago, 
following the S.E.U.A. decision. Prior 
to that he had sponsored legislation to 
create the temporary national economic 
commission. Under his chairmanship, it 


and investments, held hearings on the 
subject and devoted a portion of its re- 
port to matters involved. 

Rep. Hart, New Jersey, will be suc- 
ceeded by Rep. Weichel, Ohio, as chair- 
man of the House merchant marine com- 
mittee. The latter has vigorously criti- 
cized the maritime commission and mari- 
time administration for their record on 
marine insurance. He took exception to 
the act to authorize a government ma- 
tine war risk program, which was re- 
cently outlined by the Commerce De- 
partment. 

Rep. Rogers, veteran woman member 


studied life insurance industry activities | 








from Massachusetts, will take over from 
Rep. Rankin, Mississippi, defeated in the | 
Primary election, chairmanship of the 
committee on veterans affairs, which 
sponsored the soldiers’ gratuitous indem- 
mty law as a substitute for National 
Service Life protection, in general, for 
armed services members beginning some 
two years ago. This committee will have 
veterans insurance bills before it. 

The powerful rules committee of the 
House, which largely controls the legis- 
lative program, will be headed by Rep. 





eZee nce 


Allen, Illinois, succeeding the Chicago 


veteran, Rep. Sabath, who died the day 
after he was reelected. 


Sessions at Peoria 
Are Well Attended 


(CONTINUED FROM PAGE 4) 








ing was of unusual size, numbering 18 
members. 

Friday evening at the fellowship 
dinner, Dawn Smith was toastmaster 
and introduced N.A.L.U. President 
David B. Fleugelman, Northwestern 
Mutual Life, New York City, and J. 
Edward Day, director of insurance of 
Illinois, who gave their greetings. Mr. 
Fleugelman also spoke on the limits 
and other phases of group insurance. 
In his greetings Mr. Day paid tribute 
to the hight public interest and ideals 
of the people engaged in the insurance 
business. 


Enlightening Sales Congress 


Following a C.L.U. breakfast on Sat- 
urday morning at which Don B. Mur- 
phy, Mutual Benefit, Peoria, was toast- 
master, the morning session of the 
sales congress began. Presiding was 
E. R. Small, general chairman. In the 
afternoon, Gene B. Maggi, Metropolitan, 
president of the Peoria association, pre- 
sided. Morning speakers and their sub- 
jects were: Coy G. Eklund, Detroit 
manager of Equitable Society—“How 
Are You Put Together?’; Dr. L. H. 
Scoins, vice-president and medical direc- 
tor, Lincoln National Life—‘“Trends in 
Underwriting,” and David B. Fluegel- 
man—‘“My Philosophy of Selling.” 

Richard E. Pille led off the afternoon 

slate of speakers with “Our Heritage.” 
Harold Stein, manager Metropolitan 
Life, Des Moines, spoke on “The Agent 
Comes Into His Own,” and C. S. 
Ohsner, broker and business insurance 
specialist, Columbus, discussed ‘The 
Development of Business Life Insurance 
in Today’s Market.” Some of_ his 
thoughts are given elsewhere in this 
issue. 
Mr. Pille said that in his opinion life 
insurance salesmen are absolutely unique 
in the service they perform and _ that 
they, in having this knowledge, are 
truly acting as catalysts. His talk, 
“Our Heritage,” was based, as he 
termed it, on the real heritage of all 
the prerogatives of a life insurance 
agent today. 

Mr. Pille said in his talk the previous 
day that agency management is 
a definite science and carries with it 
the obligation of the home office to 
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offered in all forms of The Maccabees insur- 
ance programs. All types of life protection, 
including juvenile, are available as well as 
liberal hospital-medical and surgical plans. 


Compare these programs and their many 


«plus features with any other on the market. 
You will find great financial and personal 

satisfaction in representing one of America’s 
foremost Fraternal Benefit Societies. 


Address the Field Dept. 
for complete information. 
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see that the man at the helm must have 
a good personality and be a good leader, 
with the ability to make decisions 
promptly and in an original way when 
needed. The third “must” is the ability 
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to devise and follow a good working 
program for agency operations. These 
requirements, he said, were based on 
his personal observations. 

The leader of a strong agency has 
a very definite sales philosophy and is 
able to explain it in a few words, Mr. 
Pille asserted. He also realizes that 
an agent is essentially in business for 
himself, just as the agency head is, 
so he must have a very definite finan- 
cial plan. 

“And remember,” Mr. Pille said, “no 
one ever does quite enough work. The 
work pattern of your agency is re- 
flected in the activities of your agents.” 

Mr. Pille also included 12 points 
which, although not applicable to every 
agency situation, he deemed worthy of 
managerial thought. 

Mr. Pile said that life insurance sales- 
men are absolutely unique in the servi- 
ice they perform and that they, in hav- 
ing this knowledge, are truly acting as 
catalysts. His talk, “Our Heritage,” was 
based, as he termed it, on the real heri- 
tage of all the prerogatives of a life in- 
surance agent today. 

Mr. Stein said that with four out of 
five families owning life insurance in 
1952 for an all-time record, the prestige 
of the agent and the business was never 
greater. Calling life insurance a “great 
benevolent giant,” he gave several im- 
portant dates in the history of the busi- 
ness in this country, such as the begin- 
ning of the agency system, industrial 
insurance and other significant births, 
including that of the N.A.L.U. 

By comparing figures since these 
early beginnings with present-day rec- 
ords, he pointed out how well the life 
business has done and said that this 
comparison may also be used as a guide 
to the future. 

He termed the life insurance agents 
as “apostles of freedom” and said that 
they were responsible for learning all 
they could about their product. 

Mr. Stein concluded that the success 
and expansion of life insurance is the 
story of America itself and that devel- 
opment such as the business has seen 
would be impossible in any other coun- 
try in the world. 

At the close of the congress those 
attending gave a stirring round of ap- 
plause in recognition of the unflagging 
efforts of Margaret H. Becker, Illinois 
association executive secretary, to make 
the meeting its usual success. 





Seek Financial Siesiicium 
in Event of Atom Bombing 


(CONTINUED FROM PAGE 5) 
to add that the possible dangers of the 
present situation would not be materially 
altered until we had been including war 
restrictions for many years in all new 
business. 

“As a result of these views, it seems 
to me that what we should work for at 
the moment is a right to include broad 
war restrictions in our policies as a 
guard against anti-selection in time of 
threatened war and as an alternative to 
shutting off normal life insurance serv- 
ice to new applicants. I further believe 
that such war restrictions should not be 
limited to some specified date after 
issue. The development of war condi- 
tions is too uncertain to dogmatize on 
the duration of such restrictions. 
Furthermore, historic precedents would 
indicate that companies will be slow 
rather than premature in starting to in- 
sert such restrictions in new policies and 
will be prompt to cancel them when 
they believe the danger is past.” 

James Hunter, Continental of Canada, 
opined that it is foolhardy to continue 
to issue policies that promise to pay 
for deaths from all causes, including 
war. He mentioned that ofter types of 
insurance have long excluded the war 
hazard. Exclusion of it from life poli- 
cies would permit offering protection 
against non-war hazards at the lowest 
possible cost and life companies could 
operate soundly without maintaining the 
surplus funds they now feel necessary 
because of fears of large losses under 
outstanding business in the event of 
war. He said every company has a much 


larger exposure to war losses on ac- 
count of the growth of juvenile business 
and the increase in the sale of low- 
premium plans of insurance, often on a 
non-par basis. 

Competition will keep companies from 
inserting permanent war clauses in all 
policies, said Edward Ruse, Confeder- 
ation Life, adding that the next best 
course is emergency legislation. This 
should insure that the government will 
take a measure of responsibility in help- 
ing the companies meet any serious 
emergency, and restrict payments dur- 
ing a serious emergency to partial pay- 
ments on a basis fair to individuals and 
recognize both the investment and in- 
surance elements of each claim. 

Full payment of claims should be de- 
ferred till after the emergency and it 
can be determined how the company 
stands. Inability to make full payments 
would be settled by equitable methods. 
There should be an immediate mora- 
torium of nonforfeiture benefits. The 
companies, for the benefit of continuing 
policyholders, as well as the national 
economy, should be helped to return to 
normal basis of operations as soon as 
possible. 


Postal Life “Ad” Campaign 
Seen as Founding Trend 


(CONTINUED FROM PAGE 10) 








in the letters. These 
and curiosity and 
more closely with 
the ads. Reprints of the publicity 
stories were mailed to brokers. Letters 
were sent to brokers suggesting ways 
that they could profit from the ads by 
placing business with Postal Life. 


Newspapers Cooperated 


At the end of the campaign. a pub- 
licity story was run giving human in- 
terest stories that resulted from the 
ads and showing how effective the cam- 
paign was. The newspapers cooper- 
ated fully on the publicity, because the 
stories patted the papers on the back 
and proved that the ads paid off. 

The most phenomenal part of the 
entire campaign was in Rochester. When 
the general agent, James Hamill, ran 
a small series of want ads in the paper 
with no cross reference to the larger 
ads, 136 men answered. From _ these 
he selected eight. 

He is winding up his campaign with 
a special display ad on a substandard 
insurance and then with a giant ad 
showing individual pictures of all his 
men. This, too, is supported by a 
series of direct mail letters to brokers 
and prospects. 

The campaign has been under the 
personal supervision of Roy A. Foan, 
vice-president and director of agencies, 
assisted by Paul Duling, director of 
sales promotion; Mr. Hamill, and Milton 
Breslaw, general agent at Stamford. 
Postal plans to continue the campaign 
in other cities. 


Actuaries Flay Plan 
for Uniform Expense 


(CONTINUED FROM PAGE 11) 
classification and allocation should come 
from the National Assn. of Insurance 
Commissioners rather than from any 
one state. 

Mr. Guest cited the CIO suit chal- 
lenging the constitutionality of the New 
York expense limitation law as indica- 
tive of a feeling that New York’s in- 
surance laws are too detailed and extra- 
territorial. 

R. L. Bergstresser, United States 
Life, speaking from the small-company 
standpoint, said the proposed legislation 
would not fall with equal impact on all 
companies, and requirements that large 
companies might be able to meet could 
be burdensome for small companies. He 
said he was glad to see that the mu- 
tual companies were taking an interest 
in the matter, even though it was a sub- 
ject of special concern to stock com- 
panies, since any added expense due to 
reporting requirements would have to 
come out of the stockholders pockets. 
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Seese Recommends Group 
Cover Continue After 
Retirement 


Edward R. Seese, regional Manager 
Metropolitan, Chicago, speaking at th 
Insurance Conference of the America, 
Management Assn., recommended thy 
employers give consideration to ¢op. 
tinuing a portion of group insurance 
protection for employes after retiremen, 
Providing such benefits equal to oye 
half of one third of the amount on actiy. 
employers improve industrial and py). 
lic relations and more than justifies jt; 
cost, he said. Business can afford j 
usually if management recognizes th 
cost and develops a sound _finanejal 
policy to meet it. 


Benefit Reduction Plan 


One good scheme, he continued, js 
to reduce the benefits at the rate of 10% 
a year until at age 69 the insurance js 
down to 50%. If the casualty coverage: 
are to be continued, he advised that q 
limitation on the hospital and surgical 
of say $500, should be imposed. 

Mr. Seese said that in the develop. 
ment of group insurance the fact must 
not be forgotten that the most im. 
portant kind of insurance in democratic 
America is the benefit program that the 
employe provides for himself. “This js 
what makes him feel independent and 
self respecting in his fortunes and mis- 
fortunes.” 


Ohio Teachers’ Attitude on 
Insurance Courses Surveyed 


A survey has been conducted by Ohio 

State University as to the extent of, 
and teacher-principal attitude toward, in- 
surance education in the high schools 
of Ohio. The work was done under the 
supervision of Stanley Sokolik, a gradu- 
ate student at the university. It was 
found that 90% of all the secondary 
schools teach insurance in some form, 
This is true of 97% of the schools in 
city districts, but only 87% of the county 
schools. Some of the courses in which 
insurance is taught are business or gen- 
eral mathematics, business law, general 
business, economics, and family welfare 
courses. 
_ While only 61% of the teachers now 
include insurance instruction in any of 
their courses, 92% feel that it should be 
included as a part of other courses and 
but 6% feel that insurance should be 
covered as a separate course. Only 2% 
feel that insurance should not be in- 
cluded at all and that is the attitude of 
1% of the principals who answered the 
questionnaire. Responses to the ques- 
tionnaire indicate the desirability and 
feasibility of an effective educational pro- 
gram at the high school level. 

It was recommended that more ma- 
terial dealing with life insurance should 
be placed in the hands of school teachers 
at once. It was pointed out that 71% 
of the teachers have never had speakers 
for class-room talks supplied by insur- 
ance groups. : 

The survey was financed by Ohio 
Assn. of Life Underwriters, Ohio State 
Life, Midland Mutual and Columbus 
Mutual Life. 


New Michigan Legal Aid 

John DeRose has been named as the 
new legal aide to Commissioner Navarre 
of Michigan. He graduated from the 
University of Detroit in August. 





Wins Title Refinement 


A suit filed by Metropolitan Life to 
restrain Metropolitan Mutual Assurance 
of Chicago from using the word, “Metro- 
politan,” in its title has been settled in 
federal court there. 

Within a year the Chicago company 
must change its name to Chicago Metro- 
politan Mutual Assurance. Metropoli- 
tan Life will pay the company $6,000 to 
cover expenses involved in making the 





change, 





* 








er 14, 1959 
== 


‘roup 


l Manager 
ING at the 

American 
ended that 
n to con. 
Msurance 
retirement, 
al to over 
t ON active 
and pub. 
ustifies jts 

afford jt 
znizes the 
financial 


tinued, js 
ite of 10% 
surance js 
COverages 
ed that a 
. Surgical 


| develop. 
fact must 
most im- 
lemocratic 


le on 


rveyed 


| by Ohio 
xtent of, 
ward, in- 
1 schools 
ander the 
a gradu- 
It was 
econdary 
me form, 
chools in 
le county 
in which 
$ or gen- 
» general 
y welfare 


lers now 
n any of 
should be 
irses and 
hould be 
Only 2% 
t be in- 
titude of 
ered the 
he ques- 
lity and 
onal pro- 


lore ma- 
e should 
teachers 
hat 71% 
speakers 
yy insur- 


yy Ohio 
io State 
olumbus 


id 

d as the 
Navarre 
‘om the 


Life to 
surance 
“Metro- 
ttled in 


ompany 
. Metro- 
tropoli- 
6,000 to 
ing the 


* All passenger air travel covered 
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COMMERCIAL AND NON-CANCELLABLE 
PARTICIPATING ACCIDENT 
AND HEALTH POLICIES 


A complete and modern line with — 













these attractive selling advantages: LIFE 
| ish ACCIDENT 
* Annual Dividends. AND HEALTH 


* 10% increase in benefits for annual 
premiums, 5% for semi-annual. 


* No increase in renewal premiums 


at older ages. Send for busi- 


ness-building sales 
kit. Contains ex- 
planation of all 
coverages, plus 
competitive ad- 
vantages of 
Guardian’s bene- 
fits. Includes rate 
card and classifi- 
cation of risks, 
proposal forms, 
applications and 
miniature policies. 


* No reduction in benefits at older ages. 


* Worldwide coverage. 


—including non-scheduled air flights. 
* Liberal definition of Total Disability. 
VESTED COMMISSIONS PLUS 
PERSISTENCY COMPENSATION. 
A:MUTUAL COMPANY 


THE GUARDIAN ite insurance Company OF AMERICA 


50 Union Square, New York 3, N. Y. 











“Jarrin’ Jawn”, Manager of the New 
York Giants, 1902-1932, winner of 10 
pennants, 3 World Series. He was 
first modern manager to win four 
pennants in succession. A proud 
record for a great champion. 








A young company with big ideas. In the top 10% of the industry in its first 20 
years, this pennant winner had $877,000,000 of insurance in force in 25 years, with 
another: record coming up. ONE BILLION JUST AHEAD FOR THIS GREAT 
CHAMPION. 
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well-balanced | 


ell-balanced company is, we believe, a company 


. . whose financial position is strong 
. whose geographical market embraces a 
balance of metropolitan, town and rural 
areas 
. . whose policy contracts include all funda- 
mental coverages... 
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acompany . 

... whose contributions to its industry have 
been recognized as outstanding 

. . whose growth has been steady and uniform 


.. whose size is sufficiently large to assure 
confidence and prestige : 

.. whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 

... whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 


II 








STABILITY 


One basic philosophy 
guides the thinking of those 
in charge of maintaining 
West Coast Life Stability... 
to see to it that promises 
made are promises kept in 
all the Company's poli- 


cles, come what may. 


WEST COAST LIFE 


INSURANCE COMPANY 


HOME OFFICE SAN FRANCISCO 


ACCIDENT HEALTH 
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by full-page advertisements with warm, 
human appeal . . . factual, hard-hitting 
messages that produce results! Ne 
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The Mutual Life Insurance Company of New York 
Broadway at 55th Street, New York, N. Y. 
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